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In aeronautics, "flying the beam" means to 
fly an airplane exactly on the course indicated 
by a radio beam. 

We're suggesting to makers of radio 
cabinets that they'll be exactly on the course 
indicated by surveys of post-war buying wants 
by using Nickey Walnut face veneers and 
wood parts. Because Nickey wood products, 
cut from the finest logs with unexcelled skill, 
assure beauty and utility for the finished 
product. Write us your needs. 


FACE VENEERS * OAK FLOORING 
MARINE AND AIRCRAFT VENEERS 
SEMI-FINISHED DIMENSION 


NICKEY BROTHERS, INC. 


MEMPHIS $2, TRERESSEE 
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A ighlights OF THE ISSUE 


Although sales of lumber and many other building materials 
are practically nil, dealers with an eye to the future are not just 
sitting back and taking life easy. They’re getting ready for future 
volume by cleaning up yards, and preparing selling campaigns. 
How this job is being tackled by one lumber dealer who is repaint- 
ing and reorganizing his yard is pictured in the article on page 
35... Three full pages of diagrams for building on-the-site or 
prefabricated small farm buildings are included in the farm build- 
ing article on page 39. The story contains construction directions 
and lists of materials for the working drawings, as well as smaller 
sketches of other types of buildings . . . Recent dealer conventions 
from New York to the Rocky mountains are written up and pic- 
tured in the articles on the Northeastern, Southwestern, Ohio, 
Michigan, Mountain States, and West Virginia meetings . . . How 
regulation cuts retail margins, as interpreted by J. G. Rowell, 
counsellor for the Lumber & Supply Dealers’ council, Atlanta, Ga., 
is discussed in the article on page 52... An advertising campaign 
for manufacturers which was mapped out at the recent meeting 
of the West Coast Lumbermen’s association is covered in the story 
of the convention on page 56... Two new house plans are offered 
on pages 58 and 60. 
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PAINT COLORS 


REVOLUTIONARY COLOR RESEARCH PLAN 
INCREASES, PROTECTS, AND MAINTAINS 
py PAINT MERCHANTS’ PROFITS = ( 
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Timber formerly wasted in high stumps and deep 
undercuts now goes to the mill—when trees are felled 
with a Mall Gasoline Engine Chain Saw. This modern 
power saw allows smaller undercuts and lower final 
cuts, thereby adding extra lumber to every length and 
salvaging timber usually wasted. 


A Mall Chain Saw fells, limbs and bucks more timber 
in less time than a cross-cut saw. Three quick cuts 
drop a hard or soft wood tree with speed and direction. 
The cutting chain can be adjusted to any angle, facili- 
tating limbing and bucking operations. 


Write for name of nearest distributors. 


MALL TOOL COMPANY ® 


@®25 YEARS OF 
""BETTER TOOLS 
FOR BETTER WORK" 
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Mall Gasoline Engine Chain Saw. Available 
in many cutting capacities. 


7733 South Chicago Ave. e 


REG.U.S. PAT. OFF. 












Readily portable through heavy underbrush, a Mall 


Gasoline Engine Chain Saw goes anywhere. There are 
no bulky compressor or generator sets to transport— 
no hose or cable lines to untangle. 

It can be used in any weather. Its powerful 2-cycle 
gasoline engine starts easily no matter how cold the 
weather and runs smoothly all day on very little fuel. 
Handle throttle simplifies control; automatic clutch 
prevents stalling. Electric and Pneumatic models are 
available. Also Electric Chain Sharpeners. 


Demonstrations can be arranged. 


Chicago 19, Illinois 


PORTABLE 


POWER TOOLS 
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Editorial Goes to Congress 


To the Editors: Your editorial, Jan, 
19 issue of AMERICAN LUMBERMAN is 
excellent and we are so very much in- 
terested in this subject that we want 
a copy of this editorial on the desk of 
every representative and senator. If 
there has been no provision made for 
this we will gladly pay the expense 
of having this mailed from your office. 
We would like the reprint in two col- 
ors, just as it appears in the magazine. 

In our small way we have been car- 
rying on a campaign aiming at the ob- 
jective that OPA be eliminated defi- 
nitely by June 30. We have given up 
hope that there can be any change of 
heart in the OPA and that there will 
be any degree of common sense used in 
its administration, therefore, we think 
it should go out the window as quickly 
as possible-—M. E. CROW, M. E. Crow 
company, Elkhart, Ind. 

Enough reprints are being mailed to 
you to supply a copy for every repre- 
sentative and senator. We believe this 
will be much more effective if mailed 
from your office, together with a few 
comments on your letterhead.—The 
Editors. 


Notes on Lumber Exports 

To the Editors: We recently noticed 
a petition from retailers which in turn 
was transmitted to Congress request- 
ing that exporting of lumber from the 
United States be eliminated during the 
present housing shortage, and in dis- 
cussing this matter with retailers and 
reading newspaper articles there is 
unquestionably a serious misunder- 
standing and a lot of misinformation 
being disseminated. We think it would 
be apropos for you to run an article 
on this item, as we understand the 
export quota for 1946 is fixed at 900,- 
000,000 feet, which is approximately 3 
percent of our national lumber produc- 
tion, and we feel sure that more than 
this amount of lumber is being brought 
into the United States, or imported 
from Canada and other countries. 
Many of these woods we need, 

It is not left to the discretion of 
exporters and saw milis as to how 
much lumber they are going to export. 
Every order for export shipment has 
to be submitted to the Foreign Eco- 
nomic administration at Washington 
for approval, and for charging against 
the monthly and yearly quota. For in- 
stance we have a trade for hard pitchy 
85 percent heart facial area long leaf 
yellow pine in the West Indies, and in 
normal times our carpenters did not 
want to handle such lumber as they 
claimed it was too hard to work easily, 
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and instead of paying a premium for 
it, they would want it for a less price, 
if they took it at all. This is the kind 
of lumber we export and will continue 
to export, but it seems that every time 
a retail dealer or prospective home 
builder sees a cargo of lumber leave 
the United States it sets them wild; 
therefore I believe such an article 
would be timely for it would at least 
give them the facts, stop all the ru- 
mors and wild statements such as a 
retailer recently made at Tampa, that 
50 percent of the lumber was being 
sent out of this country—E. W. 
THOMPSON JR., Sales Manager, 
Peavey-Wilson Lumber company, Inc., 
Holopaw, Fla. 


OPA vs Doorknobs 


To the Editors: A company that 
wanted to make door knobs for new 
houses spent nearly five months trying 
to get a price decision out of OPA 
that would let it go ahead—and then 
all it got was “no.” 

The time card of the company, the 
Gate-Way Manufacturing company, 
Los Angeles, was revealed as follows: 


May 20, 1945: Asked local OPA 
what to do about prices. 
May 21: Visited local OPA, got 


forms and instructions. 
June 12: Mailed forms and exhibits 
to Washington. 


July 9: Asked local OPA if there 
had been action. 
July 11: Washington OPA wire: 


“Unable to determine jurisdiction,” 

July 31: Washington OPA asked for 
photos. 

August 21: Photos and samples sent 
to Washington. 

Sept. 3: Wired Washington OPA: 
“Production stopped, workers laid off.” 

Sept. 7: Washington OPA wire: 
“Expect decision next week.” 

Sept. 13: Washington OPA phoned: 
“What is kirksite? Send samples.” 

Sept. 15: Samples sent to Washing- 
ton OPA. 

Sept. 20: Wire Washington OPA: 
“Can we do anything to expedite?” 

Sept. 28: Local OPA advised: “Keep 
pressing Washington.” 

Oct. 1: Local OPA asked if Wash- 
ington had acted; wired Washington. 

Oct. 3: Local OPA announced 
Washington OPA had reached decision, 
—a price exactly covering cost of ma- 
terials and plating, about half competi- 
tors’ price. 

Oct, 12: Washington OPA denied 
appeal for relief. 

Note: Door knobs not being made.— 
NATIONAL ASSOCIATION OF MAN- 
UFACTURERS, New York City. 





Modern Store Plans 


To the Editors: We note in your 
January 19 issue on store designs espe- 
cially Plan No. 5 and Plan No. 6. 

We are wondering if we could se- 
cure more information on the construc- 
tion of these types of stores, and who 
we might contact. 

Also on Plan No. 5 it appears that 
the roof and ceiling construction show 
no space between ceiling and roof and 
wish you could give us information 
about this construction for long span 
without posts for support or steel or 
wood trusses to support the roof. 

If you could give us some informa. 
tion on the roof construction it will 
be appreciated—J. K. SHOLLEN.- 
BARGER, Shollenbarger Lumber com- 
pany, Logan, N. Mex. 

Plan No. 5 is the work of L. Morgan 
Yost, 363 Ridge road, Kenilworth, III. 
Plan No. 6 was designed by Harry J. 
Harman, who is affiliated with the firm 
of Design Consultants, 6 N. Michigan, 
Chicago. For complete information 
you may contact either of these archi- 
tects by mail. 

Actually, Plan. No. 5 does have posts 
for support of the roof. The very fine 
lines which you see on the front of 
that store represent the vertical joints 
between panes of glass. The some- 
what heavier lines represent the com- 
paratively small columns (in this case 
they are made of steel) which support 
the roof, and these columns are placed 
several feet behind the glass line. 

On the floor plan of this store design 
you will notice several small black 
dots not far from the glass front of the 
building. These represent the location 
of the supporting columns.—The Ed- 
itors. 


Lumbermen Petition Congress 


To the Editors: We are attaching 
copy of a letter written to all the sec- 
retaries of the various lumber associa- 
tions, together with a copy of suggested 
proposals to be presented to Congress. 
(Letter follows.) 

a * ” 

At a meeting of the Carolina-Vir- 
ginia Lumbermen’s Club in Raleigh on 
Jan. 15, the club decided to take as 
their chief project this year the calling 
of an industry wide meeting (lumber 
manufacturers, wholesalers and retail- 
ers) to formulate plans of action to 
present to Congress the situation the 
lumber industry finds itself in today in 
not being able to supply our returned 
servicemen with lumber they need to 
give these men gainful employment. 

You may not be familiar with the 
Carolina-Virginia Lumbermen’s Club, 
and for your information, it is the only 
organization we know of that is com- 
posed of lumber manufacturers and 
wholesalers, The reason they agreed 
to sponsor this program was in the 
hope by doing so there. would be no 
feeling created that one branch of the 
industry was trying to sponsor a pro- 
gram of their own selfish interest to the 
detriment of other branches. We ask 
that you please contact your board of 


AMERICAN LUMBERMAN, February 16, 1946 














REGISTERED U.S. 


It’s hard to believe there’s glass between the 
camera and the outdoors in this picture. 

But there is—two panes, in fact, with a sealed- 
in air space between them. For this window is 
Thermopane—the transparent glass insulating 
unit. 

The outdoor temperature was 19 degrees be- 
low zero when this picture was taken. The tem- 
perature differential between outdoors and indoors 
sometimes reaches 100 degrees or more. The 
clarity of the glass demonstrates how effectively 
Thermopane reduces the possibility of condensa- 
tion. It points up the fact that when you plan 


large areas of glass to achieve pleasant interiors 


One of the five Thermopane windows 
in the “Octagon” skiing lodge on top 
Mt. Mansfield, Vermont’s highest 
mountain. Photo by J. Norman 

Richardson. 





WE in action 


PATENT OFFICE 


by making the most of exciting views—Thermo- 
pane is the practical answer. 

Will the buildings which you are planning to- 
day be up-to-date a few years from now? A lot 
depends on how you use glass—and whether the 
window areas are effectively insulated. Write for 
our illustrated Thermopane book, which gives sizes, 
thickness of glass, insulation values and other per- 
tinent data, before you put your 
designs on paper. Thermopane is 
also available in Canada. Write to 
Libbey: Owens: Ford Glass Com- 
pany, 1426 Nicholas Building, 
Toledo 3, Ohio. 





Cutaway view of the 
Thermopane unit. 


WHEREVER VISION IS IMPORTANT 


USE L-O-F Polished Flare GLASS 
inemancnctiiblbiamins 







LIBBEY- OWENS : FORD 


a Great Name in GLASS 
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Western Lumber 
Still Difficult 
to Buy-- 


While your Western Wholesalers 
are on the alert for obtainable 
stock for their customers, offerings 
continue small — and shipments 
are light. 


Demand continues unabated. 
Your Western Wholesalers can 
offer little encouragement of in- 
creased supplies for some time to 
come. 


Depend on it, as soon as the turn 
comes, the Western Wholesalers 
below will be right on the job 
ready to perform for you. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 

(Sawmill: 


CARL SODERBERG Pine Products 
LUMBER COMPANY Sic. ‘Gres 
Manufacturers and Wholesalers Washington 

Morrill & Sturgeon 


Lumber Co. 


Yeon Bldg., Portland, Ore. 














WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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564 Market St., San arene a 4, Cal. 
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directors and lay this problem before 
them and get their permission to co- 
operate in this undertaking, after 
which we will try to arrange a meeting 
of all three branches of the industry 
to decide on a specific proposal that 
may be submitted to Congress by dele- 
gates representing all of the industry. 
—JOE W. McLANEY, President, Caro- 
lina-Virginia Lumbermen’s Club. 


Lack of space precludes publishing 
the complete text of Mr. McLaney’ 
excellent program but highlights in- 
clude a listing of the causes of present 
lumber shortages, and the suggested 
remedies of revision of OPA regula- 
tions to give adequate ceilings to all 
three branches of the industry or 
elimination of OPA. If OPA is re- 
tained he suggests it use the fair 
market price in cost formula, subsidize 
marginal lumber manufacturers and 
amend employment act so no man can 
draw compensation if there is a job 
open.—The Editors. 


Wartime Price Tables 


To the Editors: I have read with 
interest your editorial in Jan, 19 issue 
of the AMERICAN LUMBERMAN and I 
must say that you are quite modest 
in the comparisons you have given 
between the price of housing lumber 
and the price of certain grades of 
rough green clears, which may be sold 
for export purposes. 

When these wartime price tables 
were set up four years ago, it is quite 
apparent that the mills were given the 
“go” signal and permitted to write 
their own price tags with the approval 
of the OPA. Naturally they faced an 
emergency condition and needed lum- 
ber in enormous quantities, and while 
they may have realized the price ta- 
bles were set at exhorbitant figures, 
they of course knew that Mr. Morgen- 
thau would siphon back to the U. S. 
Treasury the major portion of the 
profit the mill would make. It hap- 
pens, however, that Mr. Morgenthau 
is no longer on the job and his old 
tax siphon is full of holes, so these 
military price tables should be re- 
voked without any further delay. 


I don’t know if you have ever stud- 
ied all of the price tables in RMPR 26 
OPA Price Control Sheet, for the Fir 
mills, but if you will spend a couple 
of minutes reviewing table No. 20, 
which I would refer to as the tree 
length table, for ship decking purpose, 
I believe you will agree with me that 
the table is all out of proportion so far 
as values are concerned, The boys set 
this up showing maximum width of 
six inches in the table, and maximum 
length 40 feet, while the top price is 
$137 per thousand. The table is only 
a good start to the final price charged 
for the items. You will need to read 
the foot notes to find out that a 12 inch 
piece is charged for at $7.50 per inch 
over the price of the 6 inch piece in 





the table. That raises the price merely 
$45 per thousand over the table. Then 
don’t overlook the measley $5 charge 
for odd widths and I would also refer 
you to the average length table which 
adds $48 per thousand in case the ay- 
erage length in the carload is 36 feet. 

I think you can readily see and 
understand that the mills have sold 
vast quantities of ship decking at six 
or seven times the price of No. 1 Com- 
mon grade fir boards and dimension, 
such as the yards usually handle, from 
8 to 20 foot lengths, which is listed 
on the same control sheet at $30.50 
average per thousand. And I would 
not have you overlook table No. 21 
pontoon lumber. Of course they are 
through selling that item now (we 
hope) but just notice 814x104, 16 foot 
listed to sell at $180 per thousand. 
This pontoon table takes care of the 
tree length up to 40 feet. You will 
notice there is another foot-note per- 
mitting them to charge $2.50 per thou- 
sand for each two feet longer than 
40 feet. 


I happen to know that some of the 
West-Coast mills have facilities to 
handle 54 foot timbers and sold such 
lengths to the retail dealers for re- 
manufacturing, and the same mill re- 
fused to accept our order unless we 
would place it at ceiling prices, up 
to and including 54 foot lengths, which 
we refused to do. 


You may of course feel that the war 
is over and no ship decking being sold 
to the government but there happens 
to be 650 thousand people still em- 
ployed in shipyards and they must be 
nailing up some of this high priced 
material, for the large producing mills 
on the West Coast are loaded up with 
orders for the first 16 weeks this year, 
based on this year’s rate of produc- 
tion, and they certainly can’t be dealer 
orders for we have been unable to get 
them to accept an order from us for 
quite some time in the past. 


We have 40 lumber yards and at the 
close of the year we had an average 
of 18 thousand feet of lumber in these 
yards, Some of them are entirely des- 
titute of lumber. It seems to the writer 
that Mr. Bowles and Peter Stone could 
do something about this condition by 
way of revoking these wartime sched- 
ules and let everything go back to the 
prewar level, along with the frozen 
prices of housing material. That would 
be holding the line strictly to prewar 
prices and the mills would then have 
some inducement to manufacture kiln 
dried housing materials. The mere 
fact that someone in the early days of 
OPA permitted these fantastic price 
tables to be set up in order to stimu- 
late production, is no reflection on Mr. 
Bowles, who had no part in it, and he 
should see to it that it is remedied. 
The measley 10 percent increase which 
is scheduled to go into effect Feb. 15 
raising dimension $3.50 and siding and 
flooring $10 will not do the trick.— 
C. W. BAKER, vice president, Burgner- 
Bowman - Mathews Lumber company, 
Kansas City, Mo. 
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SUBSIDY PROPOSAL ANOTHER EVASION 
OF HOUSING PROBLEM 


Wilson Wyatt, new NHA administrator and “housing czar,” arrived in 
Washington five weeks ago. In that short time he has become a “housing 
expert'’—Washington type—and announces a quota of 2,700,000 new homes 
for 1946 and 1947. In his 2l-page ‘Program for Veterans Emergency Housing” 
Mr. Wyatt explains that to get this vast program under way the administration 
plans an increase in the production of building materials, a tripling of the 
labor force now engaged in residential construction and wage and price 
increases, if needed. Dressed up by the bureaucratic propagandists and 
| spread to every nook and corner of the nation such talk may ease the tre- 
| mendous pressure from many groups for some sort of concrete action on 
housing. A review of this program as announced, however, reveals the heavy 
hand of government control and prodigious spending that will discourage 
) private industry's efforts, and delay all-out maximum home building. 
| The proposal, among other things, calls for $600,000,000 to be spent sub- 
sidizing manufacturers of building materials so that they may go into pro- 
duction and be able to pay high wages while selling their products under 
OPA's perversive price ceilings. It is another typical administrative move to 
’ place a premium on inefficiency and discourage initiative and enterprise. The 
objectives of Mr. Wyatt's proposal are commendable, but the plan of execu- 
' tion is jamming more of the same warped philosophy of government-by- 
bureau down the sore throats of business to further prostitute American 
; principles of free enterprise. 
This we say again. A reasonably cooperative and realistic revision of 
e OPA price ceilings today would do more to produce houses than Wilson 
l Wyatt's 2l-page proposal for an increase in bureaucratic muddling. Instead 
of lessening government red tape and delays, his plan will increase the com- 
plications and spread them to every crossroad in America. 
% The self-respecting American business man is old fashioned enough to 
3 believe that by initiative and ingenuity he can make a better product than his 
t competitor and deliver it to the consumer more economically. That philosophy 
r built America. Now Mr. Wyatt, et al, propose to subsidize manufacturers of 
building materials so all will be more or less on the same plane and encour- 
é aged to make the kind of products some dreamers in Washington decide 
e should go into American homes—instead of permitting free competition with 
é the consumer as the judge of what he shall have in his home. Furthermore, 
5 subsidizing home building is different than subsidizing agriculture. Every- 
body consumes food, but only a small percentage of the nation’s families 
build homes each year. Therefore, present home owners, as well as renters, 
: will be helping to finance the homes built under Mr. Wyatt's $600,000,000 
: government endowment. 
n ; It has been pointed out so many times in simple terms that government, 
d : especially the OPA, must reconvert before business in America can get back 
1 on a peacetime basis, that it is fair to assume our government does not want 
e ; to reconvert. If American business is ever again to operate under what was 
" once the greatest free enterprise system in the world, we must clean out the 
oligarchy in Washington and put Congress and the President back to work 
for the people instead of for a horde of government cafeerists determined 
to perpetuate themselves at the expense of the American system of free 


Nott Uae, 


Publisher 


JO February 16, 1946, AMERICAN LUMBERMAN 





Pea 
he gt es ? 
es * 
ag SE A 


a 





mM WEEKS SOONER 


pounds of water. 


est of all-NO CRACKS now or ever to mar the 
of the walls and ceilings- The painted surface 
ing cleans easily with a few strokes 


E IT TO Hi 
th hundreds of 


ng and waiting fo floors and trim wi 
you'd be impatient, too! 


If you'd been waiting and waiti r some- 

thing you had dreamed about, 
And by usi +1: beauty 
nd by using a new, tested type of wall and ceiling of Upson Panell 
elling—you can actually cut of . ae cloth. 


construction—Upson Pan 
Mr. Jones’ house waiting time two to si 
millions of Joneses - - - 
rs as quickly as poss 


and they're all eager 


ible. The situation 
tive home- 


x weeks. 
There are 


Remember, these thick, rigid panels go right on Over — to b h 
ge o be home-owne 
the framework of new construction to form the interior ‘5 critical to day. And fortunate -¢ the prospec 
finish. The rich, beautifully pebbled inside finish of owner who can secure Upson Panels for his new home. 
Upson Panelling is then decorated quickly with wash- —- For war has proved and tested this new faster metho 
and the Joneses move in. No weeks of of constructing peautiful, durable walls and ceilings. 
The Upson Company: Lockport, New York. } 


able paint . - 
{ precious 


waiting for pl no soaking © 








aster to dry --- 


ee 





a4 | 
ee ‘ 
‘4 eid i 
Fh ¥ rad 
Oe Ee 
© RM oF # 
OP id 4 s 
ie: eo? . v 
oo ae e V 
s ~* 4 E 
Facet , A e 
or SM me SI] 
eae | tl 
ee pe 7} : 
ep I 
fh peo G4 ef 
ifm 4 
WIP ag TF a st 
in otf? Fi 4 
Cape to 
es, || = 
wl pe | 
tie 7 , A m 
3 A 
Sf te | us 
sree} 
ae "| Ve 
AAAS fol SU 
i ie, 
ahhh un 
ry ee om m 
Se ge d ‘ { 
‘ Ua gf 
pet f e el th 
4 « 64°43 
EP tee | th 
Pe el FOR OVERDUE REPAIRS.-- sti 
bei * o $ f é . “jy? 
. aT os f} on unsightly cracked ceilings, use Upson Kuver Krak—the te) 
id = Sad Ae, modern material that makes repair easy- There's no muss OF ou 
foe a delay. Kuver Krak can be applied directly over old plaster. on 
Ft fA SS «: i Home owners will marvel at its ermanent beauty— erma- 
+# Peg ie | ° . . . 
A pg #? ch nent because Kuver Krak ts crack-proof—resistant to water. ‘ ti | 
Vis eee J ; _ 
Meer he Toe PACEMAKER IN CRP * 
; Upson Products are easil Identified B the Famous Blue-Center — dic 
Y Y a 
doc 
epee ee Th oe < F5LIT fF oe A igs pee pe Pe FT, ier A kin 
LP i LO bd EN ae de Ass att. Ged b 
es at Wel x oe eee fee Bie, OO . 
i ot TR 






















the Yard 


BMPTyY LUMBER BINS, big 
“holes” in the paint display 
shelves, and a roofing warehouse 
with slim stocks are not making the 
Valley Lumber & Supply company, 
Hot Springs, Ark., feel downheart- 
ed. Taking advantage of those low 
stocks of most building materials, 
this dealer is making drastic plant 
improvements designed to promote 
efficiency, give better service, and 
stimulate personnel morale. 

No dealer needs to do any time- 
marking now, insists B. J. Etzkorn, 
manager. The months ahead can be 
used profitably to bridge the inter- 
val between demand and adequate 
supplies. 

Every part of the Valley Lumber 
& Supply company plant is now 
undergoing renovation and improve- 
ment. Low warehouse stocks offered 
the opportunity needed to reconvert 
the warehouse into more efficient 
storage, work, and sales space. Af- 
ter a careful study, the entire lay- 
out was changed to provide more 
and neater storage space. 

During the busy days of war- 
time construction, when the plant 
did a large volume in windows and 
doors and building materials of all 
kinds, the warehouse was found to 
be so overcrowded and poorly ar- 


This dealer takes advantage 
of a low inventory to develop 
more efficient storage space. 


for Future Volume 





B. J. Etzkorn, manager of The Valley Lumber 
& Supply Co., plans his radio advertising. 


ranged that much time was lost in 
handling materials and filling or- 
ders. Removing and changing par- 
titions remedied some of the old 
faults. The renovating program in- 
cluded a new concrete floor, fluores- 
cent lights, and glass block installa- 
tions to replace regular window 
sash. The glass blocks look modern 
and also serve as demonstration 
samples. Future merchandising 
plans of the Valley Lumber & Sup- 
ply company include promoting 
glass block as a modern building 
material. Glass blocks will be 
handled as brick now is handled. 
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Brick, formerly a headache for this 
dealer, is now made profitable to 
the Valley Lumber & Supply com- 
pany by being picked up at the fac- 
tory. It is planned to fill glass-block 
orders through the distributors. 

The plant-improvement program 
included reroofing, repainting, out- 
side and inside, replacing worn dis- 
play window casings, and installing 
new fixtures in the store. At this 
writing, the entire plant is a busy 
scene, with every member of the 
force interested in doing his part 
in getting ready for future volume. 

Special attention is being given 
to customer relations. Manager Etz- 
korn says that he considers this one 
of the most vital periods to the 
dealer who wants to build a larger 
future volume. Most dealers watit 
to do something active to keep in 
contact with customers and pros- 
pects whose needs cannot be sup- 
plied completely now. The danger 
lies in being over-enthusiastic 
about promoting scarce items. 

A dealer makes a grave error, 
Mr. Etzkorn said, when he adver- 
tises or in other ways calls atten- 
tion to merchandise which will not 
go around to all who ask for it. 

“Offering something for sale,” 
he said, “and then telling eager cus- 
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Glass blocks replace window sash in the warehouse. Merchandising plans include promoting 
glass blocks as a modern building material. Orders will be filled through distributors. 





Paints have the spotlight in the newly renovated store. Plant improvement program in- 
cludes reroofing, repainting and installing new fixtures in the store. 





The brick retail store is painted snowy white after being reroofed and repaired. When 
improvements are completed, the company will have a large well-lighted store. 


tomers that there wasn’t enough to 
go around is breaking a promise to 
the customer. We never mention 
items in our radio announcements 
that we can’t deliver.” 

Radio announcements are being 
used profitably by the Valley Lum- 
ber & St ply company. Items that 
are fairi, plentiful are promoted. 
The liste ers are invited to have 
their na. :8 placed on the mailing 
list to re¢2ive the plant publication 
or to come jn and discuss their 
building problems. 

“The over-the-counter business 
that is coming to the dealer who 
maintains good relations with his 
customers is going to mean big 
volume in the future,” said Mr. 
Etzkorn. “Even now, during these 
times of slim stocks, we are trying 
to make the customer feel that his 
needs can be supplied at the Valley 
Lumber & Supply company.” 

Through radio and newspaper ad- 
vertising the customer is encour- 
aged to come to the store and buy 
cash-and-carry. A bag of cement 
yields a profit of sixteen cents to 
the dealer. It is all profit when the 
customer buys cement on the cash- 
and-carry plan. Unless the order for 
cement is large, the customer is 
always encouraged to haul it in his 
own car. 

Ways and means to save delivery 
costs were also considered in the 
plantwide improvement. Deliveries 
go through the shipping clerk, who 
has his own desk in the retail store. 
When forced to give delivery on 
small orders, the shipping clerk 
plans his routing so that there need 
be no waste of time or gasoline. 
While trying to avoid small deliver- 
ies that yield practically no profit, 
service must be given sometimes in 
order to maintain the good cus- 
tomer relations that are held so 
important by this dealer. 

When the current plant improve- 
ments are completed, the Valley 
Lumber & Supply company will 
have a large, well-lighted store in 
which paints, sash, and mirrored 
doors will be given prominent dis- 
play. Both sides of the entire front 
are already filled with paints shown 
neatly on attractively painted 
shelves, with paint color cards and 
booklets placed in many prominent 
spots for the use of customers. 

Insulating materials, sheet rock, 
roofing and builders’ hardware will 
be shown attractively in another 
part of the plant. 

“We know large volume is coming 
when we can get the goods,” said 
Manager Etzkorn. “We are getting 
ready now to take care of all we 
can get.” 
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Farm Building Round-Up 





By J. F. SCHAFFHAUSEN 


HIS SPRING the demand for 
farm equipment will be great. 
While tractors and other mechan- 
ical equipment will be in heavy de- 
mand, the biggest market will un- 
doubtedly be in the type of equip- 
ment lumber dealers normally sup- 
ply. So many pieces of equipment 
essential to farm operation have 
worn out or decayed during the 
war years—such things as self 
feeders for hogs, cattle feed bunks, 
pig brooders, individual hog houses, 
lamb brooders, self feeding hay 
racks and portable feed bins. Even 
farmers who argued that labor was 
cheap enough to forego these labor 
saving devices before the war, are 
expected to be in the market this 
spring. They have learned that 
there is no ceiling on wages and 
that they must streamline their 
operation if they are to compete 
Satisfactorily with their neighbors. 
Farmers tell me that they cannot 
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afford the luxury of replacing this 
equipment every few years. They 
want the new units built out of 
better species of wood that has been 
treated to withstand decay and in- 
sect damage. Many of them openly 
talk about the economy of paying 
more for lumber that has been com- 
mercially treated. Perhaps it was 
the letters that G.I. Joe wrote home 
from distant battlefields about the 
unusual performance of treated 
woods in the slime, mud and water 
of tropical countries that sold Dad. 

The demand will be brisk for 
yard fabricated items, but farmers 
will be looking for good construc- 
tion as well as treated materials. 
If the commercially treated lumber 
is not available for skids, joists and 
floors in portable buildings and 
other outdoor equipment, the lum- 
ber used might be treated in the 
yard. 

Even in areas where yard fabri- 
cated equipment has sold well, there 
always are many farmers who pre- 
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If you can get any materials at all, you'll find a huge 
farm market waiting for you. The plans offered here can 
be used for yard fabrication of farm equipment items, or 
can be passed along to farmers who buy lumber from you. 





fer to do the building themselves. 
These fellows often want good de- 
signs to follow, so you should be 
prepared to supply them. After you 
find out what equipment is most 
likely to be sold in your areas, write 
the U.S. Department of Agriculture 
in Washington, D.C. and request 
plans. 

From my mailbag, it is evident 
that the following items will be in 
demand: 

HAY FEEDING RACK 

This portable hay feeding rack 
will reduce the labor required to 
feed cattle and avoid waste of feed. 
Because it is built on skids, it can 
be moved easily from lot to lot with 
either a team of horses or a trac- 
tor. Best of all, the design has been 
tested by the U.S. Department of 
Agriculture and carries its en- 
dorsement. 

CATTLE FEED BUNK 

This bunk is the companion of 
the hay feeding rack. It is espe- 
cially designed to keep cattle from 
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wasting grain and protein concen- 
trates that are so scarce today. By 
building it on skids, it can be 
moved about the yard to prevent 
serious mud holes from forming, 
and it can be fitted into any man- 
agement program for economical 
use of pastures. To build it the fol- 
lowing material is required: 


LUMBER 
6—4”x 6”—12’ long 
7—4”x 4”"—10’' “ 

26—2”x 8”—14’ “ 
16—2”x 6”"—10’ “ 
2—2”x 6”—12’ “ 
2—2”x 6”"—14’ “ 
11—2”x 4”"—10’ “ 
3—2”x 4”—12’ “ 
24—2”x 4”"—12’ “ 
6—1”x12”"—14" “ 
6—1”x 6’— 8 “ 
6—1”x 6’"—10’ “ 
CARRIAGE BOLTs: 
18—%"x4” 
76— "x6" 
6—36"xT14" 
NAILS: 


3 lbs.— 8d common 
10 lbs.—16d common 
12 lbs.—20d common 
4 pes. scrap iron 144”x14%"x18 


SELF HOG FEEDER 

Here is a feeder that is big 
enough to cut down the trips to the 
feed lot. While it is not built on 
skids, it can easily be made port- 
able. All that is needed is the ex- 
tention of the 2”x4” bottom sup- 
ports one foot beyond each end, so 
that there is room to hitch on to it. 
It can be used either for grain or 
meal with only one modification. 
For feeding grain the opening un- 
der the front wall must not be over 
4 inches, but for meal a 6 inch 
opening is needed. 

These materials are needed to 
build it: 

1—2”x12”— 8’ long 
1—2”x14"—-10’ _ “ 

1 
1 


—2"x 6-19" “ 
—I"x12"—14 “ 
i's 1° 


I—I"x ¢— By “ 
1—14"x 2”— 8’ long 
1—3¢”"x14”—12’ long 

50 ft. B.M.—1x8 shiplap 
1 sheet corrugated iron—26’x5’ 
8—4” extra heavy tee hinges 
1% gallon paint 


ELECTRIC HOG BROODER 
Special attention is needed at 
farrowing time to make sure that 
Pigs don’t chill. Even in insulated 
houses extra heat is advisable for 
the first week after farrowing, es- 
Pecially in cold climates. No elec- 


trified farm should farrow pigs 
without an electric brooder as these 
are easy to build and they provide 
the heat needed to prevent a high 
mortality rate due to chilling. Actu- 
ally these brooders are nothing 
more than a covered. triangular 
frame 12 inches high, fitted with an 
enamel reflector and a 150 watt 
bulb. 

The two sides are made of 12 
inch boards that are 31% feet long. 
The front is a piece of 2”x4” mate- 
rial 4 feet 11%¢ inches long. Nailing 
blocks cut from 2”x4” stock are 
used to reinforce the corners. The 
front rail is nailed level with the 
top of the frame as shown, so that 
an 8 inch opening is left for the 





Third and fourth plans on following pages. 


pigs to get through. The floor can 
be plywood or T & G boards. The 
top can be 25/82 inch insulating 
board or T & G boards. In the cen- 
ter of the top cut a hole to fit the 
reflector. Make this hole % inch 
smaller than the diameter of the 
reflector. Place a heavy screen over 
the opening before putting the re- 
flector and bulb in place, so that 
the bulb will be protected from 
below. 

Advise the customer to place an 
extra guard rail across the corner 
of the pen in which the brooder is 
set, to keep the sow from crushing 
the -brooder. This should be made 
from a 2”x6” and placed 10 inches 
above the top of the brooder. 























Hardboard 


ELECTRIC BROODER 
FOR PIGS 





Reflector 


Hardboard 
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Northeastern Dealers 
HOLD 52nd ANNUAL CONVENTION 





Record convention in New York City adopts resolution accusing OPA 
of retarding home construction by “unrealistic’ price policies. 


ORE THAN 2,200 retail lum- 

bermen—the largest number 
to gather for any retail lumber 
convention thus far this season— 
registered for the 52nd annual 
convention of the Northeastern 
Lumbermens association at Hotel 
Pennsylvania, New York City, Jan. 
28-30. 

Officers elected for the coming 
year were: president, Ralph E. Jor- 
dan, J. W. White Co., Lewiston, 
Me.; vice presidents, Frank W. 
Whitty, Boston; Chester T. Hub- 
bell, Albany, N. Y.; Willard F. Tor- 
rell, Meriden, Conn.; John W. Dain, 
Lake Mahopac, N. Y.; treasurer, 
Oliver J. Veling, Buffalo, N. Y.; 
directors, Arthur Clifford, Bridge- 
port, Conn.; J. Harold Stacey, 
Windsor, Vt.; Richard A. Huber, 
Nashua, N. H.; Bradshaw, Lang- 
maid, Salem, Mass.; Ernest Famig- 
liette, Providence, R. I.; Albert L. 
Gendron, Sanford, Me.; J. Francis 
Smith, Waterbury, Conn.; J. M. 
Cheney, Diamond Match Co., Bidde- 
ford, Me.; Russell L. Fish, Scituate, 
Mass.; Charles P. Overdorf, Pough- 
keepsie, N. Y., and Louis F. Kreyer, 
New York City. 

Several strong resolutions were 
adopted at the session. The asso- 
ciation recorded itself ‘“unalterably 
opposed” to the Wagner-Ellender- 
Taft bill on the ground that it “of- 
fers lip service to private industry 
and the veteran” while actually it 
is a “complete program for public 
housing.” Another resolution 
adopted urged that the two prin- 
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cipal agencies dealing with home 
financing and public housing—the 
Federal Home Loan Bank Board 
and the Federal Public Housing 
Authority, respectively, be main- 
tained as separate organizations, 
each responsible in its own right. 
Alarmed at the tremendous exporta- 
tion of lumber to foreign countries 
to maintain export relations, lum- 
ber which might have been used to 
construct 100,000 badly needed 
dwelling units, the association re- 
solved to urge their representatives 
in congress to prohibit the export 
of construction lumber during the 
period of the present emergency. 

Public housing for the next three 
years was opposed in another reso- 
lution, since such housing units di- 
vert material and men from private 
enterprise that requires such ma- 
terials. 

The OPA was attacked for its 
“unrealistic policy” in failing to set 
price ceilings adequate to encour- 
age the production of building ma- 
terials; for its failure to act 
promptly to correct obvious in- 
equalities; and for a policy that, if 
continued, will make it impossible 
for any agency to prevent a black 
market in the cost of new homes, 
thereby defeating the purpose of 
price control. 

Specifically, the OPA was ac- 
cused of being responsible for the 
lack of home construction lumber 
because of its unrealistic pricing 
policies that are retarding produc- 
tion of vital lumber needed for 


home construction. 

The association, by resolution, 
went on record favoring an OPA 
ruling making it possible for the 
lumber wholesaler to receive fair 
compensation on carloads of lumber 
procured and shipped directly from 
the mill, thereby helping return 
lumber distribution to its prewar 
status. 

President Kuno B. Schotte opened 
the convention Monday afternoon. 
Following his brief address, reports 
were read by Paul S. Collier, secre- 
tary-manager, Rochester, N. Y., and 
Oliver J. Veling, treasurer, Buf- 
falo, N. Y. Wheeler McMillen, edi- 
tor-in-chief of the Farm Journal 
and the Farmer’s Wife, spoke on 
“The Lumber Dealers’ and_ the 
Farmers’ Business.” Roy Wenzlick, 
president, Roy Wenzlick and Co., 
St. Louis, Mo., gave the main ad- 
dress of the afternoon session. His 
topic was “The Outlook for 1946.” 

Following the afternoon session, 
the Hoo-Hoo Concatenation was 
held with James S. Hickock, Vice- 
gerent Snark of Hoo-Hoo, District 
One, New York City, presiding. A 
stag dinner and smoker was held 
in the evening with Michael Mac- 
Dougall entertaining. 

Highlight of the Tuesday morn- 
ing session was a forum on the 
“Merchandising Possibilities of the 
Building Material Store.” Russell 
L. Fish, president of the Welch 
Co., Scituate, Mass., was the leader. 
A sound slide film prepared by the 

(Continued on Page 54) 


L. P. Aldrich, Norfolk Lumber company, Stoughton, Mass., and F. E. 


Newman. 


Rochelle, N. Y. 


Nelson, Norfolk company. Mr. Nelson has recently returned from the 
Aleutian Islands where he did civilian construction work for the army. 


EE ER OTE 


Top row left, Kuno B. Schotte, Amsterdam, N. Y., president of North- 
eastern Lumber Dealers association. Right, Lloyd S. Cochran, Lockport 
Cotton Batting company; Bohdan Matrofy, Huntington; John A. Fil- 
brick, Lockport company; Charles Kuplert, Huntington; Laurence Con- 
roy, Huntington; C. A. Mothersell, Lockport company and J. J. Mac- 
Clinchy, Lockport company. Second row left, Laurence Beckerle, Spring 
Valley; President Kuno B. Schotte, and George Allison Jr., Haverstraw. 
Right, A. L. Jenny, W. W. Woodbridge, Red Cedar Shingle Bureau, 
O. J. Veling, H. A. Vance, publisher, American Lumberman, and J. H. 
Third row left, Joe R. Brown, Richard Rosebaum and H. 
O. Scholz, all from Bridgeport, Conn.; Arthur E. Lane, New York City, 
and E. F. John, Bloomsburg, Pa. Right, R. M. Derickson, Mr. and Mrs. 
Clarence W. Kraus, Mr. and Mrs. Harold Myers, all from New 
Fourth row left, E. R. Heppa, New York City and 
Charles M. Nutt, Belleville, N. J. Right, C. E. Waldo, Plainsville, 
Conn.; Alfred Dodd, Portland, Conn., and Mr. and Mrs. F. E. Burrill. 
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More than 


ITH A REGISTRATION of 
well over 2,000, the South- 
western Lumbermens Association’s 
58th annual meeting was conducted 
in Kansas City, Jan. 23, 24 and 25. 
Dealers from Kansas, Missouri, 
Arkansas and Oklahoma filled the 
Little Theatre of the Kansas City 
auditorium to capacity for business 
sessions devoted to current indus- 
try problems such as procurement 
of building materials and govern- 
mental restraints on business. 

J. L. Brown, Maysville, Mo., was 
elected president to succeed Clay A. 
Thompson, Oklahoma City. W. A. 
Lambert, Leavenworth, Kans., is 
first vice president; P. M. Leird, 
Little Rock, Ark., second vice pres- 
ident, and Kermit Ingraham, Still- 
well, Okla., became third vice pres- 
ident. Secretary J. E. Johnston and 
Treasurer J. A. Bowman, of Kansas 
City, were reelected. 

In his president’s message at the 
opening session Wednesday after- 
noon, Clay Thompson urged prompt 
and realistic changes in OPA pric- 
ing policies if the industry is to 
proceed with its job of building 
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day meet in Kansas City. 


2000 


Attend Southwestern’s Convention 


Current industry problems get careful attention at three- 
J. L. Brown, Maysville, Mo., 
elected president to succeed Clay Thompson, Oklahoma City. 


homes. He asked for an_ all-out 
building material production pro- 
gram, the halting of lumber ex- 
ports, defeat of the Wagner-Ellen- 
der-Taft and Patman housing bills, 
and a house-cleaning in OPA to get 
prices properly adjusted to encour- 
age production. Mr. Thompson also 
expressed the opinion that lumber 
dealers as a whole would not object 
to an over-ride for commission and 
wholesale lumber salesmen provid- 
ing the dealers would not be forced 
to absorb the increased costs. 


OPA Blamed for Maladjustments 


Speaking of OPA the Southwest- 
ern president said: “Shall we strug- 
gle along and try to patch up our 
price control program or should we 
go through inflation? This question 
must be answered soberly and 
soon.” He added there is a serious 
moral breakdown developing in re- 
lations between producers and dis- 
tributors as a result of all the regu- 
lations and restraints on free busi- 
ness. Because something must be 
done immediately about OPA’s 
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pricing policies, the association 
leader suggested that OPA call in 
all their investigators and put them 
to work developing some sane, sens- 
ible, working price controls, or else 
forget the whole affair. 

H. Roe Bartle, national director 
of the American War Dads, Kansas 
City, in discussing the price of 
world peace, told the dealers this 
nation has won the right to call 
the plays in world politics and 
should exercise that right. Mr. 
Bartle maintains that in order to 
make any progress in avoiding fu- 
ture wars, we must have more open- 
minded people in our nation and 
throughout the world—persons who 
can see and appreciate the other 
fellow’s viewpoint. He also urged 
that national leaders return to an 
appreciation of the people’s view- 
point as well as the viewpoints of 
their fellow leaders. 

Charles R. Black, past president 
of the Association of Corning, Ark., 
in his talk “Voice from the Past,” 
blamed lack of foresight and bung- 
ling by government for our present 
crisis. He called for a return of 











1. R. V. Schroeder, Ashland Kans.; Charles W. Sawyer, Westboro, 
Mo.; J. H. Harris, Wayne, Ark.; Pat McCarty, Tulsa, Okla. 2. H. C. 
Wildgen, Horsington, Kans.; W. M. Tyner, Butler, Mo.; Herbert Meyer, 
Summerfield, Kans.; E. G. Swayze, Tulsa, Okla. 3. Clay Thompson, 
Oklahoma City, president of Southwestern, with E. W. Smith, lonia, 
Mo.; Harley Sherman, Oklahoma City, and M. C. Ferguson, Harper, 
Kans. 4. Lamar Forrest, president of NRLDA with Lynn Boyd, presi- 
dent, and Gene Ebersole, executive vice president of Texas associa- 
tion. 5. Clay Thompson, left, retiring president of Southwestern with 
new president J. L. Brown, Maysville, Mo., right, Paul Klein, lola, 
Kans., and J. R. Proctor, California, Mo. 6. Moyle Alexander, 
Wichita, Kans.; Joe Sealey, Russel, Kans.; J. P. Barbee, Pratt, Kans.; 
T. C. Mann, St. Louis. 7. Carl Wilson, Dennison, Tex.; Ray Woods, 
Independence, Mo.; Dave H. Wilson, Muskogee, Okla. 8. M. B. 
Powers, Paris, Mo.; Mr. and Mrs. D. A. Groom, Jamesport, Mo.; 
R. R. Dreiling, Larned, Kans. 9. C. A. Harpster, Hiawatha, Kans.; 
C. R. Hanzer, Milan, Mo.; W. H. White, Vandalia, Mo. 
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power to°congress and the people 
along with elimination of alpha- 
betical agencies feeding on taxpay- 
ers’ money without accomplishing 
anything constructive. He said the 
OPA has succeeded in doing one 
thing—it has created the biggest 
black market the nation has ever 
seen. 

Wednesday’s activities were con- 
cluded with a Hoo-Hoo Concatena- 
tion at the Hotel Continental with 
20 kittens accepted for initiation 
into the lumbermen’s fraternity. 
The Concat led by Snark of the 
Universe Don Montgomery and In- 
ternational Treasurer Ben Sprin- 
gers, was followed with a buffet 
dinner and floor show. 

Thursday forenoon was devoted 
to the showing of illustrated fea- 
tures. The first was the Building 
Material Exhibitors’ Association 
slide film on modern store and yard 
design presented in cooperation 
with AMERICAN LUMBERMAN. J. M. 
Hoare of the American Asphalt 
Roof Corporation, Kansas City, dis- 
cussed pertinent points in modern 
yard design preceding presentation 
of the slide film. 

The second illustrated film con- 
cerned modular coordination in 
building with ponderosa pine stock 
sash and windows, presented by 
W. M. Steinbauer of the National 
Door Manufacturers association, 
Chicago. A third film, “Money in 
the Bank,” illustrated some of the 
uses of sisalkraft, presented by the 
Sisalkraft Co., Chicago. 


The Postwar Home 


E. G. Gavin, editor of American 
Builder, led off Thursday after- 
noon’s business session with a dis- 
cussion of the home building out- 
look in 1946 along with a few per- 
tinent comments on current trends 
in home design. He pointed out 
that the postwar homes will be 
about the same as those before the 
war. People have never been revo- 
lutionary in their living habits, Mr. 
Gavin stated, and because a house 
is an expression of living, house 
designs will not be revolutionary 
but evolutionary. Home design has 
always run parallel to changes in 
materials, equipment and methods 
of construction. 

Mr. Gavin told the dealers new 
homes will have better space utili- 
zation and there is a steadily in- 
creasing trend to include appli- 
ances as part of the whole house 
building job because these units 
can be included as part of the over- 
all mortgage. 

The prefabricated house manu- 
facturers have yet to prove their 
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ability to offer value for value in 
livability and quality in competi- 
tion with the conventional builders, 
Mr. Gavin stated. The great mar- 
ket for homes still remains in the 
middle class, regardless of govern- 
ment propaganda and other publi- 
city, he said. The public housers 
fail to take into consideration the 
fact we have always had a huge 
used-house market which has in the 
past provided most of the satisfac- 
tory, livable homes for lower-in- 
come classes. 

Mr. Gavin concluded his remarks 
by impressing the dealers that talk 
about markets of any kind in Amer- 
ica is predicated on the assumption 
we will have a free flow of mate- 
rials soon. The outlook for a return 
to maximum production of mate- 
rials, however, is not good and the 
speaker urged all dealers as part of 
the industry to join in a strong 
offensive to change our economy 
from one of scarcity to one of plen- 
ty. Blame for current production 
difficulties was laid in the lap of 

“QPA by Mr. Gavin. 


Lamar Forrest Speaks 


Lamar Forrest, Lubbock, Texas, 
president of the National Retail 
Lumber Dealers Association, spoke 
to the Southwestern group Thurs- 
day afternoon. He outlined work 
that the National is doing to help 
the retail industry in streamlining 
merchandising methods, solving 
management problems and setting 
up a working public relations pro- 
gram. He also reviewed some of the 
work the National has been doing 
in its efforts to obtain removal of 
government restrictions on produc- 
tion and distribution of building 
materials. 

C. C. Sheppard, prominent south- 
ern pine manufacturer of Clarks, 
La., who was active in work with 
the Southern Pine War Committee 
and the softwood industry advisory 
committee to OPA gave the dealers 
a comprehensive outline of condi- 
tions in the southern pine industry 
at the present time. In a review of 
past production records in southern 
pine, Mr. Sheppard pointed out that 
peak production occurred in 1909 
when the industry produced 16,270,- 
000,000 feet. It tapered off to about 
7,000,000,000 feet in the middle 
thirties, but climbed steadily from 
then until the industry produced 
11,750,000,000 feet in 1942. Labor 
and equipment shortages, plus price 
difficulties which became steadily 
worse cut the production in 1943 
to 9,961,000,000 feet. In 1944 about 
8,000,000,000 feet were produced 





and in 1945 it was down to 7,400,- 
000,000 feet. Mr. Sheppard predict- 
ed that in 1946, unless price and 
labor conditions were changed ma- 
terially output would not exceed 
6,000,000,000 feet. The labor sup- 
ply situation in the south has im- 
proved materially in the last few 
months, he said, but a great num- 
ber of small mills are still down 
because of inability to produce at 
a profit under present OPA ceiling 
prices. The others, most of them 
larger operations, are not cutting 
items for home building because 
OPA prices make it more profit- 
able to produce other items. 

Concluding speaker Thursday af- 
ternoon was G. H. Zimmerman, 
vice president of Wm. Cameron & 
Co., Inc., Waco, Texas, who made 
a strong address appealing to every- 
one to join in returning to the 
fundamental principles of free en- 
terprise and democracy in our gov- 
ernment. He pointed out there must 
be more than just a lot of talk about 
conditions—that some action is 
needed and that it is the inborn 
right of every American to act, 
individually and jointly to rid 
Washington of autocratic bureau- 
cracy. 

Thursday evening the annual 
banquet and entertainment for 
Southwestern dealers, their wives 
and guests was conducted in the 
Hotel Continental with Tom Collins, 
Kansas City speaker and humorist 
providing the featured talk of the 
evening. The Sal’s luncheon and 
entertainment for ladies in attend- 
ance at the convention was con- 
ducted Friday noon, at Hotel Pres- 
ident. 


Saberson Sees Bright Side 


Friday forenoon’s business ses- 
sion was highlighted by a message 
from R. E. Saberson, trade promo- 
tion manager, Weyerhaeuser Sales 
company, St. Paul, Minn. He first 
expressed the opinion that this is 
probably the greatest “cussing” era 
in history. Everybody is cussing 
everybody else, from the interna- 
tional politicians on down to the 
small lumber dealers in the hamlets 
and crossroads. But in spite of all 
this Mr. Saberson proceeded to out- 
line a few of the good things still 
with us for which we can be thank- 
ful. Lumber dealers have just had 
four of the most prosperous years 
in their lives, although he agreed 
it took some initiative and enter- 
prise to make them so. The short- 
ages incident to war created a need 
for astute merchandising in order 

(Continued on Page 49) 
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Ohio Convention Speakers Blame Govern- 
ment Policies for Building Bottlenecks 


Harold Rosser, Arcanum, Ohio, elected president to succeed 
Paul DeVille, of Canton, at three-day session in Columbus. 


EMBERS of the Ohio Associa- 

tion of Retail Lumber Dealers 
gathered at the Deshler-Wallick 
Hotel in Columbus for their 65th 
Annual Convention January 29, 30 
and 31. A record turn-out of en- 
thusiastic dealers greeted all speak- 
ers at business sessions. Secretary 
Findley Torrence and President 
Paul DeVille, along with all officers 
of the association, had planned an 
interesting and profitable three-day 
program of informative talks sup- 
plemented with some excellent en- 
tertainment. 


The first business session Tues- 
day afternoon was preceded by a 
board of directors meeting that 
forenoon. Following President Paul 
DeVille’s well-chosen opening re- 
marks, H. R. Northup, secretary- 
manager of the National Retail 
Lumber Dealers Association, gave 
a comprehensive outline of the Na- 
tional’s work along with a review 
of some of the current problems. 
He pointed to the wage-strike prob- 
lem and the housing emergency as 
the two primary emergencies in 
Washington and the nation at pres- 
ent. The housing situation, he said, 
is primarily a problem of produc- 
tion of building materials and re- 
cruitment of manpower, and the 
sooner government authorities can 
be made to realize that and act 
accordingly, the sooner the situa- 
tion will be taken care of. If retail 
lumber dealers could get materials, 
Mr. Northup said, they could take 
care of the housing emergency bet- 
ter than government edicts, direc- 
tives, allocations and _ legislation 
could. 


“Cotton” Northup Reports 


Mr. Northup detailed some of the 
moves being made in Washington 
in connection with the housing 
crisis such as the Wagner-Ellender- 
Taft Bill, the Patman Bill, PR 33, 
etc., and then pointed out that none 
of these moves comes anywhere 
near striking at the heart of the 
problem, which still remains one of 
production. Mr. Northup told the 
dealers they and the industry as a 


whole must tell the nation—their 
customers—that government is not 
solving the housing problem, which 
is production—and that is being 
held back because of OPA. Mr. 
Northup related several instances 
where the retail industry advisory 
committee had pointed out some of 
the worst hindrances to production 
in OPA pricing structures but that 
no action had been taken by OPA 
to remedy the situation. 

Following Mr. Northup’s report, 
Larry Keith, of the National Lum- 
ber Manufacturers association, 
spoke in lieu of R. A. Colgan, Jr., 
executive vice president, who was 
unable to be present. Mr. Keith dis- 
cussed the outlook for lumber sup- 
plies both from the immediate and 
long-range viewpoints. The imme- 
diate supply is being held up be- 
cause of maladjusted pricing by 
OPA but the long-range outlook is 
good, he said. There is no occasion 
for anyone to be concerned about 
ability of our forests and lumber 
manufacturers to give the nation 
all the good lumber it needs for 
years to come, providing prices and 
labor problems do not force the in- 
dustry to curtail operations. 

Dr. Carl S. Winters, well-known 
radio minister, concluded Tuesday 
afternoon’s session with an account- 
ing of the many things that are still 
right with America. He pointed 
out that in spite of all our difficul- 
ties we still have most of the good 
things of the world and he sees 
no reason why we should lose them 
as long as we have freedom under 
a constitutional government. 


Dealers’ Round Table 


Wednesday forenoon’s business 
session was devoted to a dealers’ 
round table discussion of problems, 
led off by Joseph Stroebel, Ohio 
state director of vocational educa- 
tion, who outlined. the G. I. appren- 
ticeship training program and the 
advantages it offers, both to the 
man in business and to the veteran. 
He said that any dealer or manu- 
facturer who wishes to inaugurate 
a program of G. I. apprenticeship 
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training must start with his local 
superintendent of schools to get ap- 
proval of his establishment for such 
training. 

Floyd Pendleton, of the F. S. 
Pendleton Lumber Co., McComb, 
Ohio, related his experiences as a 
lumber dealer with OPA investi- 
gators who filed suits against him 
and his firm for ceiling violations. 
After spending months of time and 
government money, not to speak of 
the time and expense to Mr. Pen- 
dleton and his firm, he pointed out 
that final outcome was conclusive 
there had been no violations of con- 
sequence. ; 

Following a discussion of trends 
in retail lumber store and yard de- 
sign by F. L. Steinman of Bluffton, 
Ohio, the sound-slide film on store 
and yard design was presented by 
the Building Material Exhibitors 
Association in cooperation with 
AMERICAN LUMBERMAN. 

Wednesday noon the Union Asso- 
ciation of Lumber and Sash and 
Door Salesmen held their Old Guard 
luncheon in the Hall of Mirrors of 
the Deshler-Wallick. The luncheon 
was a memorial to John P. Bartelle, 


“s: who recently passed away. Featured 


speaker was Stewart W. McClel- 
land, president of Lincoln Memorial 
University. 


Farm Editor Berates Bureaucracy 


Wednesday afternoon’s business 
session was first addressed by 
Wheeler McMillen, editor of the 
Farm Journal, Philadelphia, Pa. 
Although his topic was “The Farm 
Market” Mr. McMillen covered that 
briefly by saying the farm market, 
like all markets now, is huge, but 
that no market means anything 
unless business has the materials 
and manpower to service markets. 
He berated the present bureaucra- 
tic aristocracy in Washington for 
holding up all business and warned 
that the shackles of unrealistic gov- 
ernment regulations must be re- 
moved if the nation is to move for- 
ward. He pointed to the U. S. Con- 
stitution as one postwar plan that 
worked and urged a return to its 
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1. Pausing for a short chat preceding one of the business sessions 
is E. H. Ferrall, Tiffin, Ohio; Orson G. Arnold, Findlay, Ohio, and 
W. C. Schroeder, Cygnet, Ohio. 2. Retiring President Paul DeVille 
receives the plaque presented to him by the Ohio Association for 
his untiring efforts as their leader during his term of office. Presi- 
dent-elect Harold A. Rosser is shown here making the presentation 
as one of the features at the annual banquet Wednesday evening. 
3. These dealers talk yard modernization with Floyd Steinman who 
gave the talk preceding the showing of the film on yard modern- 
ization Wednesday forenoon. Left to right are Charles E. Saville, 


Dayton, Mr. Steinman of Bluffton, and E. B. Lupinske, Dayton. 
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4. Some oldtimers meet at the Ohio convention. At the left is 
Lee Wetenberger of Uhrichsville with William Smith of Hawkins and 
Tom Lehon of Chicago. 5..These dealers compared program notes 
on the mezzanine of the Deshler-Wallick. Left to right they are 
E. T. Conneighton, Cincinnati; Col. E. C. Longo, recently returned from 
active military service, now of Cincinnati; M. B. Hagen, Cincinnati, 
Paul Oberdorfer, Lancaster, Ohio, and E. G. Dillow, Columbus. 
6. Ex-serviceman Gerald Walker meets at the registration desk with 
Ira Adams of Dalton and Hubert M. Walker, Mt. Vernon. 7. First 
Vice President Floyd Pendleton with Mrs. Pendleton seated at the 
speakers table at the annual banquet with newly-elected second 
vice president Don Beaumont. 
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basic principles. ‘““We have the raw 
materials, we have the people, we 
have the demand because people 
have the money, and we still have 
the know-how. We have all the fac- 
tors, but one—the freedom to go 
ahead full steam. And that is be- 
cause over the years we have let 
the heavy hand of government re- 
strict our freedom to make inde- 
pendent decisions,” concluded Mr. 
McMillen. 

Col. Jack Major, author and world 
traveler, followed Mr. McMillen 
with a discussion of his experiences 
while traveling overseas, chiefly in 
the South Pacific lecturing to and 
entertaining service personnel. 


Human Relations 

Concluding speaker Wednesday 
afternoon was L. C. Hart, vice pres- 
ident of Johns-Manville, who talked 
of human relations in business. He 
said that three-fourths of all man- 
agement problems come under the 
head of human relations and these 
could be broken down into six ma- 
jor divisions: 1. relations with su- 
periors; 2. relations with associates ; 
3. relations with subordinates; 4. 
relations with customers; 5. rela- 
tions with government and 6. re- 
lations with the public. After 
elaborating on these premises, Mr. 
Hart digressed to point out that 
right now government is throttling 
efforts of business to get under 
way, especially in the housing in- 
dustry. Mr. Hart said that we must 
put our reconversion job ahead of 
everything else, that labor must go 
back to work, we must return to the 
40-hour week, that state regulations 
on unemployment compensation in- 
surance must be tightened to pro- 
hibit payment when jobs are still 
available. Mr. Hart concluded his 
remarks by pointing out that unless 
OPA adopts a realistic pricing pol- 
icy production will be stymied in- 
definitely. 

The concluding business session 
Thursday morning was featured by 
the appearance of two national fig- 
ures, former governor John Brick- 
er, of Ohio and Fulton Lewis, Jr., 
radio commentator. Former Gov- 
ernor Bricker told the retailers that 
all bureaucratic government must 
go but that we must start with 
OPA. He pointed to the inconsis- 
tency of critics of our way of free 
enterprise, both here and through- 
out the world while at the same 
time most of our allies and many 
of our enemies in the recent war 
are coming to us appealing for 
money to help them straighten out 
their affairs at home so they can go 
on living. 

Fulton Lewis frankly told those 


present they can expect no help in 
solving any of their problems in 
OPA or anywhere else in Washing- 
ton until there is a thorough house 
cleaning. He cited numerous in- 
stances of efforts to cut down on 
bureaus to eliminate employes and 
red tape only to have the bureau- 
crats shift help around to other 
bureaus so as to keep most of them 
on the nation’s payrolls fostering 
their philosophies of regimentation 
and government controls from new 
locations in Washington. 

Tuesday evening during the Ohio 
convention, 14 kittens were in- 
ducted into the International Con- 
catenated Order of Hoo-Hoo with 
Ben F. Springer, international sec- 
retary on hand to supervise the 
initiation. A dinner and entertain- 
ment program for Hoo-Hoo fol- 
lowed the concat. That evening also 
the association treated all those in 
attendance at the convention to a 


2,000 Attend 


floor show and refreshments. 

The annual banquet, entertain- 
ment and dance was held Wednes- 
day evening and was the occasion 
for the introduction of newly-elect- 
ed officers. Harold A. Rosser, of 
Arcanum, Ohio, was named presi- 
dent; Floyd S. Pendleton, of 
McComb, Ohio was elected first 
vice president and Don Beaumont, 
of Cleveland, was named second 
vice president. Allen H. Brain of 
Springfield, was renamed treasurer 
and Findley M. Torrence, secretary. 
Retiring president Paul DeVille 
was awarded a citation on behalf 
of the Association by President- 
elect Harold Rosser for his fine 
leadership as president. Entertain- 
ment at the banquet was provided 
by Henry Scott, concert pianist and 
humorist. A luncheon for ladies in 
attendance at the meeting was con- 
ducted Wednesday noon in the 
Deshler-Wallick. 


Southwestern’s Convention 


(Continued from Page 46) 


to sell what was available. It also 
took considerable ingenuity to keep 
farmers operating and homes in 
livable condition with a meager 
supply of merchandise. 

Mr. Saberson reminded the deal- 
ers of the huge remodeling market 
which is giving them an outlet for 
odds and ends of material they can 
get now even though new home 
building is stymied by maladjusted 
price ceilings at the source of sup- 
ply of most building materials. The 
farm market is bigger than it has 
ever been, waiting for the industry 
to get some materials. 

Discussing the outlook for future 
home building, he pointed out that 
48 of the nation’s largest depart- 
ment stores are now in the home 
building business. Prefabbed build- 
ings are on display and are being 
sold in department stores. He as- 
sured the dealers that in his opin- 
ion they have not yet any need for 
particular worry over the prefab- 
ricated home building industry tak- 
ing over the new home market. 

He concluded by assuring dealers 
that the nation’s potential lumber 
supply is adequate to take care of 
all foreseeable needs, that there are 
opportunities on every hand for re- 
tail lumber dealers now and in the 
future and that one of the big ques- 
tions remaining is whether the in- 
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dustry can take care of all the op- 
portunities it has. 

W. Waddy Wood, publisher of 
Small Homes Guide, Washington, 
D. C., presented his outline of home 
merchandising plans for the South- 
western Dealers Friday morning. 
He explained the 10 engineered 
homes now being prepared to be 
offered to the industry along with 
a number of sales tools designed to 
direct the public to the retail lum- 
ber dealers for new home building 
jobs. 

J. R. Blunt, of the West Coast 
Lumbermens association reviewed 
the lumber supply situation in that 
area to conclude the morning ses- 
sion Friday. He predicted that oper- 
ations there would gradually pro- 
duce more and more lumber during 
the coming months and would prob- 
ably hit a production peak of 
around 100,000,000 feet weekly in 
May. This production, however, Mr. 
Blunt said, would run to those items 
on which OPA has the best pricing 
structure and until that was 
changed the most-wanted home 
building items would probably be 
in scarce supply. 

E. E. Woods, former secretary of 
the Southwestern, now a retailer at 
Independence, Kansas, closed for- 
mal sessions of the convention by 
introducing the newly elected offi- 
cers to the association membership. 
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Michigan Retail Dealers Study Current 
Industry Problems 


Fifty-seventh annual convention draws registration of 1,100. Asso- 
ciation officers re-elected at three-day session in Grand Rapids. 


ETAIL LUMBER DEALERS 

of Michigan gathered in the 
Pantlind hotel and Civic audi- 
torium in Grand Rapids Feb. 5, 6 
and 7 for their 57th annual meet- 
ing. A total registration of 1,100 
was indicative of the intense inter- 
est and enthusiasm with which the 
industry accepted the occasion to 
discuss and take action on mutual 
industry problems. 

With President Russell Nowels, 
Rochester, Mich., presiding, the 
first session Tuesday forenoon con- 
sisted of the president’s annual 
statement, the reports of Secretary 
Hunter Gaines and Treasurer Nor- 
man B. Cove, Lansing. 

Tuesday afternoon’s first speaker 
was Howard Berolzheimer, Ph.D., 
an economist with the National 
Tax Equality association, Chicago. 
He pointed out the tremendous 
growth and structure of coopera- 
tives which have been pyramiding 
at an unprecedented rate. “The 
fact that the cooperatives, which 
are doing 13 billion dollars worth 
of business annually, pay no fed- 
eral income taxes,” Mr. Berolz- 
heimer said, “means that millions 
of dollars are unjustly withheld 
from the tax base. That increases 
the amount of taxes that other 
businesses must pay. It also re- 
sults in unfair business competi- 
tion. Moreover, the cooperatives, 
being exempt from federal taxes, 
are able to plow their earnings 
back into the business and are en- 
abled to buy out the facilities of 
their competitors. These facilities 
in turn are withdrawn from the 
tax rolls to shrink the tax base 
even more.” Concluding, the 
speaker said: “Cooperatives should 
be taxed like their business com- 
petitors. Every business which op- 
erates in the same markets and 
competes with the same goods and 
services should be treated equally 
under tax statutes. When a tax 
system discriminates between such 
business, an untenable competitive 
situation and vast injustices re- 
sult.” 

Second speaker on the Tuesday 
afternoon program was John L. 
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Secretary Hunter Gaines chats with H. R. 

Northup, secretary-manager of the National 

Retail Lumber Dealers association, who ad- 
dressed the Michigan dealers. 


Lovett, general manager of the 
Michigan Manufacturers associa- 
tion, who discussed the ever-inten- 
sifying problem of labor relations. 
He explained the background of the 
General Motors strike, and pointed 
out reasons why the theory of abil- 
ity to pay as a basis for determin- 
ing wages will never work. 


Labor Relations 

Swinging into a discussion of 
points more pertinent to the retail 
lumber industry Mr. Lovett told the 
dealers that if they do not want 
their employees organized into 
unions they should treat them so 
there is no need for a union to 
come in. Some of the important 
things to consider in relation to 
this problem of satisfying em- 
ployees iis to offer them the follow- 
ing: 1. Security in their jobs as 
long as they do satisfactory work; 
2. Protection from the whims and 
machination of foremen; 3. Pay 
good wages and salaries; 4. Pro- 
vide some easy means for all em- 
ployees to air their grievances with 
the management. 

Where there is a labor contract 
Mr. Lovett advised employers to 
handle it just as they would any 
other contract in their business. 
Some of the things employers should 
retain in any labor contract nego- 
tiation consist of the right to con- 
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trol production and to assign work, 
retain control of the grievance ma- 
chinery, have it understood clearly 
what is to be arbitrated and to 
avoid appeasement after the con- 
tract goes into effect. 

W. M. Steinbauer, of the National 
Door Manufacturers association, 
Chicago, explained the principles 
of modular coordination in con- 
struction for the Michigan dealers, 
using the slide film which has been 
seen at several conventions. Mr. 
Steinbauer explained that by the 
use of the modular plan, millwork 
manufacturers can produce 15 to 20 
percent more material with the 
same facilities. 


Jones on Consumer Relations 


Because H. R. Northup, secre- 
tary-manager of the National Re- 
tail Lumber Dealers association, 
was delayed in arriving in Grand 
Rapids for the first afternoon’s ses- 
sion, R. A. Jones, executive direc- 
tor of the Middle Atlantic Lumber- 
mens association, delivered his ad- 
dress that day instead of on 
Wednesday afternoon. Mr. Jones 
outlined the “Pledge of Public 
Service” which the National Retail 
Lumber Dealers association adopted 
as part of the national program 
at the last annual meeting in Colo- 
rado Springs. He pointed out that 
under today’s competitive condi- 
tions each retail lumber dealer 
should use this pledge of service as 
the basis for his advertising and 
public relations program. After 
reviewing some of the propaganda 
being put out by various govern- 
ment agencies, especially the OPA 
and NHA, Mr. Jones told the deal- 
ers they must tell their side of the 
story to the consuming public by 
every means at their command. The 
“Pledge of Public Service” can form 
the basis for this public relations 
program, he said. (See copy of 
Pledge of Service and explanation 
of principles in AMERICAN LUMBER- 
MAN, Nov. 10, 1945.) Mr. Jones 
also advised the Michigan dealers 
of the “Management Checklist for 
Retail Lumber Dealers” which is be- 

(Continued on Page 66) 
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1. The first three men on the left are ex-servicemen returning to the 
lumber business. Left to right are Don Olson, Manistee; Howard Olson, 
Flint; Richard Olson, Manistee; Victor Olson, Flint, and Joseph Manthei, 
Manistee. 2. Norman L. Bratly, a war veteran, with E. S$. DeGramo 
and his son Nelson W. DeGramo, all of Milford, chat outside the 
convention exhibit hall. 3. Embra B. Gillam, Detroit; Otto Lammers, 
Monroe; F. L. Lowrie, Detroit; Stanley Nowlen, Benton Harbor and 
W. M. Hass, South Bend, Ind., saunter through the exhibits of Grand 
Rapids. 4. At the left is President Russell Nowels talking with Vic 
Boyer, Burr Oak; Gordon Granger, Alma; A. E. Swanson, New Era 
and Clyde A. Fulton, Charlotte. 5. W. F. Nehmer, Big Rapids; R. A. 
McHugh, Jackson, and R. M. Stone, Jackson, exchange ideas in the 
exhibit hall. 6. Grattan Nowlen, Benton Harbor; S. Kling, Detroit, and 
Hilton Nowlen, Benton Harbor, talk about the western pine lumber 
supply with N. L. Cary, trade promotion manager of the Western 
Pine association, Portland, Ore., who is standing third from the left. 
7. In the auditorium before Wednesday afternoon's session were, 
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left to right, Norman B. Cove, Lansing, association treasurer; S. Kling, 
Detroit; Harold H. Hager, son of Al Hager, of Lansing; C. C. Wescott, 
Ipsilanti and R. C. Restrick, Detroit. 





Regulation Cuts Retail Margins 


Southern retail lumber dealers face a gradual 
price ceiling squeeze unless OPA readjusts. 


OUTHERN LUMBER DEAL- 

ERS will be faced with unhap- 
py prospects for a good business 
year in 1946 unless something is 
done, and quickly, about Amend- 
ment 13 to MPR-215. These dealers 
are now confronted with the full 
realization of what the amendment 
can and will do to their lumber 
businesses. 

Stripped of all pretense and 
smoke-screening, the true purpose 
of the amendment is to impose upon 
the dealers the long-range policy of 
the OPA. If left unreconstructed, 
this price policy will squeeze the 
dealer more and more tightly until 
he is finally driven out of business. 


How the Squeeze Operates 

The OPA originally publicized 
the amendment as “requiring deal- 
ers to absorb only $2.50 per M feet 
of the increase granted to manu- 
facturers.” Actually, the effect of 
the amendment is to reduce the 
dealers’ margin by $3.25 on lower 
bracket items and by $3.50 on up- 
per bracket items. This is done by 
cutting the $5 handling charge in 
half. Thus, $2.50 plus 25 per cent 
evened to the nearest quarter 
equals $3.25, and $2.50 plus 35 per 
cent equals $3.50. 

A very substantial portion of a 
dealer’s lumber sales in the produc- 
ing areas, particularly framing and 
sheathing, are made at or below 
$65 per M feet. On this portion of 
his sales the $3.25 is exactly 5 per 
cent, or about 75 per cent of the 
average rate of profit earned by 
the industry. 

Existing price controls for build- 
ing materials are supposed to end 
on June 30, 1946, the termination 
date of the Emergency Price Con- 
trol Act. There are, however, too 
many signs indicating that price 
control for building materials will 
be continued indefinitely. 

It should be borne in mind that 
the $5 handling charge and the 
mark-ups of 25 per cent on lower 
bracket items and 35 per cent on 
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upper bracket items were deter- 
mined as “fair and equitable” by 
the OPA in August 1943, after the 
Lumber and Supply Dealers’ Coun- 
cil had submitted operating cost 
data for 1941-’42 obtained by ex- 





Joseph G. Rowell, counsellor, Lumber & 
Supply Dealers’ Council, Atlanta, Ga., who 
authored this article. 


tensive surveys of dealers in the 
respective areas. The mark-ups thus 
established for the Southern area 
are lower than those established in 
any other area of the United States. 
The net sales of each dealer for 
the four year base period of 1936- 
°39 should be increased at least 28 
per cent and the expenses for this 
volume should be computed in order 
to arrive at the constructive aver- 
age net income for the adminis- 
trator’s base period. Unless this 
procedure is followed, the use of 
the 1936-39 base period is mislead- 
ing, unfair and inequitable. 
Technically, however, there is no 
provision in the Emergency Price 
Control Act for the use of the 1936- 
39 base period. The act specifically 
requires the Administrator to give 
due consideration to the prices pre- 
vailing between October 1 and 15, 
1941, and that he shall make ad- 
justments for general increases in 


costs of production, distribution 
and transportation; and increases 
or decreases in profits earned by 
sellers during and subsequent to 
the year ended October 1, 1941. 


OPA Acts Beyond Powers 

Evidently, the Administrator has 
not only failed to consider sound 
economic principles, but has also 
usurped powers he does not possess 
for the purposes of imposing his 
absorption policy upon the dealers. 

On December 12, 1945, the writer 
met in Washington with a group of 
27 dealers and Association officials. 
Following three days of delibera- 
tions we recommended that the 
NRLDA prepare this 4-point pro- 
gram of procedure: 

1. Obtain advice of its attorney 
regarding the possibility of pre- 
paring a formal protest to the ab- 
sorption policy as applied by 
Amendment 13 to MPR-215. 

2. Arrange for Industry testi- 
mony before committees of Con- 
gress investigating the OPA. 

3. Prepare a report to the Con- 
gress stating that, in our opinion, 
the major problems confronting the 
nation’s domestic economy is that 
of stimulating construction of 
housing, reconversion of industrial 
plants, maintenance and repair; 
that one of the principal obstacles 
in the path of a solution of this 
problem is the production and dis- 
tribution of lumber and building 
materials; and that the chief obsta- 
cle to this production is the un- 
realistic administrative policies be- 
ing pursued by the OPA. 

4. Prepare a series of advertise- 
ments for use by dealers in local 
communities throughout the coun- 
try carrying the above message to 
the public. 

The NRLDA believes that this 
program is sound and that the in- 
dustry has reached the point where 
it must join with other industries 
in showing how the OPA’s unreal- 
istic policies are retarding the 
number one reconversion job. 
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Free Enterprise Theme of Mountain 
States Dealer’s Annual Session 


Area dealers anticipate thriving business, but keen 
competition, with prospect of many new industries. 


Production, unha.. -red by re- 
strictions, is needed to solve the 
housing shortage. That was the 
opinion expressed by M. D. Brad- 
field, Mawson-Bradfield Lumber 
Co., Boulder, Colo., president of the 
Mountain States Lumber Dealers 
association, in opening the 53rd an- 
nual convention of the organization 
held at the Shirley-Savoy hotel, 
Denver, Feb. 4 and 5. 

Citing the contribution of the 
lumber industry during the war, 
President Bradfield declared lum- 
bermen are still eager to cooperate 
with the government in solving the 
critical problems of peacetime con- 
version. The present government 
program, however, has the cart be- 
fore the horse. The speaker added: 

“The fact that these dealers in 
building materials have a right to 
certify to the manufacturers that 
they need these materials is no as- 
surance that the materials will be 
shipped or that they are in exist- 
ence in any sizable quantity. Give 
us production and an unworkable 
priorities system will soon disap- 
pear.” 

“Tax-Free Competition” was the 
subject of Paul H. Martin’s address. 
He stressed the fact that small busi- 
ness is decreasing and the problem 
of small business is taxation. He 
also declared that during the past 
few years cooperative business ven- 
tures have gained ground because 
they are vractically tax-free and 
are able to build up reserve funds 
to be used for expansion purposes. 
This, he suid, is unfair competition 
and the tax situation effecting small 
business and cooperatives should be 
equalized. 

Andy M. Riddle, manager of mar- 
ket research for the Colorado Fuel 
& Iron corporation, in his talk on 
“Looking Ahead in the Rocky Moun- 
tain Region,” painted a bright pic- 
ture for all lines of industry in the 
territory of which Denver is the 
distributing center. The resources 
of the area are just coming into 
their own—new industries are com- 
ing into the region or are making 
plans to do so. He also emphasized 
the important part wood products 
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played in winning the war and 
pointed to the vast amount of home 
and industrial building and repairs 
needed in the Rocky Mountain area. 
This will mean added business for 
the building materials industry. 

He said that the shortage of lum- 
ber and other building materials 
will continue in effect during the 
first half of this year, but, he pre- 
dicted that building will get under 
way in earnest at the end of that 
period. He also warned that after 
the first rush to the building mate- 
rials establishments the owners of 
those places of business will find 
that once more goods will have to 
be sold. Competition will be the 
keenest in the history of the indus- 
try. 

Dr. George S. Benson, president 
of Harding College, Searcy, Ark., 
voiced strong indictment of the 
government for the present labor- 
industry squabble, in his address, 
“Preserve Our Freedom.” 

“Proposed legislation and _ the 
Wagner Act are major factors in 
the conflict,” he declared. “Then, 
too, the President encouraged labor 


The retiring president of the Mountain States 
congratulates the incoming president, 





to ask for a 30 per cent wage in- 
crease and at the same time re- 
stricted industry so that it cannot 
raise the prices on its products. 
What else could have happened 
under the circumstances? Govern- 
ment says to labor: ‘Go out and get 
a job. If you lose it we will guaran- 
tee you a job under the Full Em- 





Joseph V. Smith was elected  secretary- 
treasurer of the association. 


Lumber Dealers Association, M. D. Bradfield (left), 
R. E. Nutting at the association banquet. 








Vice-president J. D. Deal, Jr., (left) poses with association directors Carl E. Wangberg, Glen C. 
Rowell and R. F. Frantz. 


ployment Bill.’ And then, to make 
matters worse, it says it will hike 
the unemployment compensation to 
$25 a week to discourage people 
from working at all.” 

His suggestion as a panacea for 
the labor-industry ills is: 1. Bal- 
anced industrial legislation, which 
would take away from labor the 
“long end of things.” This could 
be achieved by killing the Wagner 
Act. 2. Equitable tax legislation to 
give adequate encouragement for 
capital to invest its money in new 
enterprise. 3. Shed our Socialistic 
tendencies and recommit ourselves 
to private enterprise. 4. Slice gov- 
ernment rolls in half and work to 
balance the budget. 5. Restore mu- 
tual confidence in both capital and 
labor and see that they work to- 
gether. 

Election of directors was the first 
business before the convention 
Tuesday morning. Those elected 
were: 

J. W. Deal, Jr., Deal Lumber Co., 
Laramie, Wyo.; R. F. Frantz, En- 
glewood Lumber Co., Englewood, 
Colo.; L. W. Harley, J. C. Baldridge 
Lumber Co., Albuquerque, N. M.; 
R. E. Nutting, Littleton Lumber 
Co., Littleton, Colo.; Glen C. Rowell, 
Warren Lumber. Co., Fort Morgan, 
Colo.; Kenneth R. Shaw, Las 
Animas Lumber Co., Las Animas, 
Colo.; Carl E. Wangberg, Crissey 
Fowler Lumber Co., Colorado 
Springs, Colo. 

At noon the directors held a 
luncheon-meeting and elected offi- 
cers as follows: R. E. Nutting, pres- 
ident; J. W. Deal, Jr., vice presi- 
dent, and Joseph V. Smith, secre- 
tary-treasurer. 

The Tuesday morning session 
opened with a presentation of a 
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plan for an intensive 30-day train- 
ing or “refresher” course for retail 
yard personnel (for veterans and 
others) by William K. Barr, Barr 
Lumber Co., Denver. Mr. Barr, 
chairman of the committee in 
charge of this phase of the associa- 
tion’s activities, said the plan is 
modeled after the one put into effect 
recently by the Western Lumber 
Dealers association. The course will 
be offered at the University of 
Denver’s downtown school with the 
university’s trained staff as instruc- 
tors. The course, opening the first 
Monday in April, will emphasize 
building material merchandising. 
The tuition fee will be $50. Those 
finishing this course can then fit 
into a retailer’s organization with 
sufficient background to be of help 
to the sales organizations. Mr. Barr 
also called attention to the fact that 
the building materials industry of 
the Denver area, in connection with 
other allied industries, had ar- 
ranged for a course at the Univer- 
sity of Denver that will fit high 
school graduates for a_ business 
career in the building materials 
industry. 

H. Sherman Berge, Building Ma- 
terials Merchants Service, Denver, 
explained in detail PR-33, and said 
in his opinion it was far from a 
“cure all” for the building shortage 
situation. 

Tuesday afternoon’s session 
opened with a talk by W. Thomas 
Conran, Denver Home Builders, on 
“Should 72% of our population be 
compelled to live in federally subsi- 
dized housing?” He said there were 
those in the government that were 
convinced that only federal housing 
would answer the housing shortage 
and they are bending their efforts 


with that goal in mind. It is up to 
the lumbermen to see to it that 
home building is left in the hands 
of free enterprise, he added, as 
federal housing would lead to mil- 
lions of dollars in increased taxa- 
tion. 


Northeastern Dealers 
(Continued from Page 42) 


Building Material Exhibitors asso- 
ciation, in cooperation with the 
AMERICAN LUMBERMAN, showing 
streamlined building material 
stores in all types of communities, 
was exhibited at the forum session. 
The presentation was supplemented 
by an address by Arthur A. Hood, 
director of dealer relations, Johns- 
Manville Sales Corp. 


Speakers at the Tuesday morning 
session were: W. M. Steinbauer, 
secretary-manager, National Door 
Manufacturers Association, Chi- 
cago, who talked on ‘‘Modular Co- 
ordination—a Program Designed to 
Reduce Building Costs’; James 
Bonnell, eastern editor, The Amer- 
ican Builder, whose topic was “The 
Men Who Will Build Homes First”; 
Norman P. Mason, vice-president, 
National Retail Lumber Dealers As- 
sociation, North Chelmsford, Mass., 
“LIFE, There is a Housing Short- 
age, But—” and Merryle S. Rukey- 
ser, economist. His subject was 
“What Price Price Control?” 


At the afternoon session, Joseph 
R. Blunt, West Coast Lumbermen’s 
Association, Seattle, Wash., dis- 
cussed “The Lumber Manufacturer 
Looks to the Retail Dealer.” Ray 
E. Saberson, trade promotion man- 
ager, Weyerhaeuser Sales Co., St. 
Paul, Minn., talked on “Merchan- 
dising Problems of 1946.” 


The main session on Wednesday 
morning was devoted to the topic, 
“Our Job Ahead.” Main speaker 
on this program was Mathias W. 
Niewenhous, chief, lumber and lum- 
ber products branch, Civilian Pro- 
duction Administration, Washing- 
ton, D. C. Stanley Ferguson, ad- 
ministrator of Direction 1 to Pri- 
orities Regulation 33, Lumber and 
Lumber Products Branch, CPA, led 
the discussion and question period. 


Other speakers at the morning 
session were: Carroll Belknap, Car- 
roll Belknap & Associates, New 
York, “Getting the Facts”; J. 
Francis Smith, president, J. E. 
Smith & Co., Waterbury, Conn., 
“Homes, Our First Responsibility.” 

Capt. Harold E. Stassen, N. S. N. 
R., former governor of Minnesota, 
was guest speaker at the closing 
luncheon. 
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e Screens made of LUMITE will 
not rust or corrode! 

Neither rain, snow, smoke 
nor even salt spray has any 
effect on LUMITE! It won’t stain 
sidewalls or sills and never 
needs painting. A damp cloth 
cleans LUMITE in a jiffy. 

And, where ordinary screens 
bulge or dent, LUMITE* (mod- 
ern plastic insect screen cloth) 
snaps right back to its normal 
flatness! Its toughness lies in 
unusual tensile strength and 
amazing resilience. 

Tested daily for years, under 
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the severest battle conditions, 
LUMITE outlives average screens 
because natural causes can 
never affect it. No postwar 
building plan can be consid- 
ered complete unless specifica- 
tions call for LUMITE! 


FREE SAMPLES ON REQUEST 
In ads like this, in professional 
and consumer publications, we 
are telling the LUMITE story to 
Architects, Engineers, Builders 
and Home-Owners. They are 
“ripe” customers for you! Write 
to us for full information and 
samples... today! 


(*Woven of Saran, Product of Dow Chemical Co.) 
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Tested in War — Available Now 


Many millions of feet of LUMITE screening 
have been used successfully to protect the 
Armed Forces against disease-bearing in- 
sects. Men who saw LUMITE “‘under fire’ are 
your customers today . . . and they’re sold on 
LUMITE already! 

* Cannot stain sills or sidewalls. 

* Never needs painting... non-inflammable. 
* Easy to clean with a damp cloth. 

* 100% Rustproof under any conditions. 

* Strong, resilient . . . can’t dent or bulge. 


* Competitively priced with better grades of 
wire screen cloth. 





CHICOPEE MANUFACTURING CORPORATION—LUMITE DIVISION 


47 WORTH STREET, NEW YORK 13, N.Y. 
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Mauufacturers 
Plan Advertising Campaign 





West Coast Lumbermen’s Association tackles other 
industry problems at 35th annual meeting in Portland 


Par OStANT POSTWAR prob- 
lems that the lumber industry 
must face were considered by mem- 
bers of the West Coast Lumber- 
men’s association at their 35th an- 
nual meeting in Portland, Ore. on 
Jan, 25. 

Lumber manufacturers are plan- 
ning a million-dollar advertising 
campaign which should be of real 





A president and a retiring president. C. Dean 
Johnson (left) is the retiring president of 
WCLA; C. Arthur Bruce is president of NLMA. 


Two new officers of the Association: H. V. 
Simpson (left), executive vice-president, Port- 
land, Oreg.; C. H. Kreienoaum, president. 





benefit to the retail lumber dealer. 
Three objectives of the manufac- 
turers’ advertising campaign are: 
1) Sell the public on the advantages 
of lumber; 2) Dispel fears that our 
forests are mismanaged and that 
our timber resources are dwindling ; 
3) Focus consumer attention on 
lumber yards with a slogan such as 
“See Your Lumber Dealer.” 

Paul A. Kendall, advertising 
manager of the West Coast Lum- 
bermen’s association, speaking be- 
fore the association, indicated that 
the national advertising campaign 
will be centered on home and farm 
building. He emphasized the im- 
portance of advertising for the 
lumber industry and predicted that 
lumber will be in strong demand 
for some time. 

Colonel W. B. Greeley, vicepresi- 
dent of the West Coast Lumber- 
men’s Association and former Chief 
Forester of the United States, was 
guest of honor at the association 
banquet. Stanley Ff Horn, Nash- 


ville, Tenn., editor of Southern 
Lumberman, was toastmaster. 

Officers elected at the business 
session were: president, C. H. 
Kreienbaum, Shelton, Wash.; vice- 
president for Oregon, Judd Green- 
man, Veronica; vicepresident for 
Washington, Corydon Wagner, Ta- 
coma; vicepresident, W. B. Greeley; 
executive vicepresident, Hal  V. 
Simpson, Portland, Ore.; treasurer, 
Ward Ingham, Marcola, Ore. ; secre- 
tary, Harris E. Smith, Portland, 
Ore. 

Speaking before the business ses- 
sion of the association, President 
Dean Johnson declared: “I believe 
that this annual meeting marks the 
end of an important period and the 
beginning of a more important pe- 
riod in the relationship between the 
association and individual manage- 
ment of lumber and forest proper- 
ties. 

“The unprecedented demand for 
housing and construction and re- 

(Continued on Page 64) 


Roundup of some officers attending the 35th annual meeting of the West Coast Lumbermen’s 
Association in Portland, Oreg., left to right: Ward Ingham, treasurer; Corydon Wagner, vice- 
president for Washington; Jud Greenman, vice-president for Oregon; Harris E. Smith, secretary. 
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One Dependable 


Source... 


for your convenience and economy in 
buying, shipping, and stocking fireproof 
steel building products. 


Stock and promote MIZCOR, products! 
MILCOR; STEEL COMPANY 


MILWAUKEE 4, WISCONSIN 
Baltimore 24, Md. ® Chicago 9, Ill. © Kansas City 8, Mo. 
Los Angeles 23, Calif. © Rochester 9, N. Y. 
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House Plan 
No. 772 
21,900 Cubic Feet 
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EAR AFTER YEAR, the Pittsburgh Plate Glass Company 

has offered its dealers products and sales plans designed 
to secure a bigger share of the available paint market! 
1946 is no exception! 


Pittsburgh’s research programs, given greater impetus by 
the war demands, resulted in new knowledge which has 
been applied to improved formulas. Its color experts and 
consultants have created new, modern colors. Its craftsmen 
have devised efficient ways to make still better paint. Its 
sales organization has perfected a compact line to fit today’s 
consumer and dealer requirements. Its advertising, carried 
on uninterruptedly, has built up @ greater public prefer- 
ence for Pittsburgh Paints! 


Now is the time to cash in on the results of this far-sighted 
planning. If you are seeking a quality line—why not look 
into the possibilities of selling Pittsburgh Paints? For com- 
plete details, telephone, wire or write for a copy of “Now’s 
the Time to GO with Pittsburgh!” 


Nows Ge lene TO 
GO with. FUTTSBURGH 











1 
2 
3 
4 
5 
6 
7 
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PITTSBURGH OFFERS 
PAINT DEALERS: 


A line of quality paints for every need— 
completely restyled and in modern colors. 
Not just as good—BUT BETTER THAN 
PRE-WAR QUALITY! 


No umnecessary items or sizes — assuring 
faster turnover. 


The only paints with the advantages of 
"Vitolized Oils’? and Molecular Selection. 


A complete line of Brushes, Household 
Cleaning Materials and Painting Supplies 
for added sales and profits. 


“COLOR DYNAMICS” — a scientifically 
accurate painting method upon which to 
build a steadily increasing sales volume. 


Continuous national advertising. The 1946 
campaign will tell home owners “Paint 
RIGHT with COLOR DYNAMICS... 
Paint BEST with PITTSBURGH PAINTS.” 


Well-planned and effective advertising and 
sales helps to bring business to your store. 


A long-time record of fair and equitable 
cooperatiog with its dealers, 





PITTSBURGH PLATE GLASS COMPANY, PITTSBURGH, PA. 





iP PITTSBURGH PAINTS 
G 


PITTSBURGH STANDS FOR QUALITY PAINT AND GLASS 
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Complete working blueprints and specifi- 
cations of any house design published in 
this magazine are now available at $5.00 
per set. Two sets of plans for the same 
house are $8.00, three sets $10.00, four 
sets $12.00 when ordered at the same 
time. All the blueprints are in a con- 
venient 12” x 18” size and meet all FHA 
requirements. Please order plans by 
number, enclosing payment, and address 
to American Lumberman, 139 North Clark 


St., Chicago 2, Ill. 
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House Plan 
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@ Thousands of people will build fireplaces 
in their new homes and camps. They especially want a 
fireplace that will not smoke. That’s why it is easier to 
sell them a Heatilator Fireplace. Heatilator gives them 
outstanding advantages that no old-fashioned fireplace 
can give—plus assurance of a properly operating fireplace. 
The Heatilator Fireplace is a profitable item to handle. Easy to sell, it 
payes the way to many sales of other building materials for homes and 
camps. Write for complete dealer information to 


HEATILATOR, Inc., 186 E. Brighton Ave., Syracuse 5, N. Y. 


HEATILATOR 
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West Virginia Association Meets 
at Charleston 


HARP CRITICISM of OPA and 

government policies affecting 
the lumber industry was voiced by 
speakers before the annual meeting 
of the West Virginia Lumber and 
Builders Supply Dealers associa- 
tion, Feb. 4 and 5. Plans were out- 
lined for taking the lumberman’s 
problems directly to congress for 
solution. Unless relief is obtained, 


it was asserted, mills will have to 
shut down, this being the only al- 
ternative to remaining in business 
and continuing to lose money. 
Edward H. Libbey, Washington, 
assistant to the secretary-manager 
of the National Retail Lumber Deal- 
ers’ association stated the answer to 
lumbermen’s present problems, is 
“not priorities, allocations and the 
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TO THE TRADE:— 


house Branches—to all our dealérs. 
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immediately. 
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COMPLETE WAREHOUSE STOCKS OS 


© KANSAS CITY 





The indications are it will be some time before the labor and log situation in 
our industry will improve to the degree necessary for a full, normal production 
of plywood. During this period we feel the best interests of the trade can be 
served by making our current limited production available through our Ware- 


Plywood stocks are now on hand at our 6 Warehouse Branches. 
endeavor to maintain these stocks in all grades and sizes that present-day pro- 
so that shipment of your requirements can be made 


Keep in touch with our nearest branch so as to obtain the items you need as 
they become available or communicate with our Plywood Division Field Office, 
Chicago 8, Illinois. 





t 
PACIFIC MUTUAL DOOR Co. 


KANSAS CITY 3, KANSAS 
CHICAGO 8, ILL 





We will 


PLYWOOD DIVISION 





MILLS: OREGON--WASH. HOME OFFICE: TACOMA 1, WASH. 


BALTIMORE 31, MD 
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programming of housing because 

. it is not sufficient to merely di- 

vide up a limited 
_ production of 
: materials needed 
' for construc- 
» tion.” Hecharged 
ms that the bottle- 
neck in lumber 
production is 
“the unrealistic 
pricing policy of 
the OPA, the 
changing of 
which does not 
necessarily _in- 
volve price ad- 
vances but does 
definitely involve price adjustments 
which will encourage the manufac- 
turers to produce the items of floor- 
ing, ceiling, siding, etc., which are 
part of regular stock and which are 
required in home building.” He 
urged that the government stop the 
export of lumber and make existing 
surpluses available to normal chan- 
nels of trade. 

OPA Uncooperative Says Jones 

Lumbermen’s chief objections to 
OPA is the government agency’s 
“lack of cooperation with the shel- 
ter industry,” stated Robert A. 
Jones, executive director of the 
Middle Atlantic Lumbermen’s asso- 
ciation. He foresaw severe competi- 
tion “with unlimited resources and 
greedy eyes” in the postwar era, 
and said that “it will come from 
within and outside of the industry.” 

Criticising government planning 
and control of housing, Mr. Jones 
charged “the housing planners want 
$25,000,000 for study and research 
on housing problems which the shel- 
ter industry already knows,” and 
asserted that “they want to subsi- 
dize low cost, planned economy 
housing to the tune of $110,000,000 
to start. They want to build a house 
free for every family that can’t 
afford to pay for it. From there it’s 
only another step to government 
control of all housing and finally 
government control of jobs, pay- 
rolls, business and people.” 

Wand Discusses Pricing 

The lumber industry must be 
given an “adequate” increase in 
ceiling prices, declared Richard Ben 
Wand, associate publisher of the 
Southern Lumbev Journal, or re- 
sort to one of two courses—shut 
down its mills or ignore OPA regu- 
lations and dispose of its products 
as it sees fit. 

A. F. Wilson, Philadelphia, di- 
rector of trade relations, Farm 
Journal, appealed to lumbermen for 
“constructive cooperation in helping 
to put American agriculture on a 


Sam H. Diemer 
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FOR EXTERIORS OF MODERN BUILDINGS—USE DURABLE 
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- Modern streamlined effects are 

Easy to Use, Economical, Weather-proof easy to accomplish with large, 
rigid panels of durable Exterior 

type Douglas fir plywood. This 
radio transmitter building is a 
pleasing example of the material’s 


® Exterior type Douglas fir plywood— 





made with completely waterproof syn- adaptability—a building that is not 
thetic resin binder—has proved itself a only more attractive 
superior material for exterior siding on NOW but will remain 


of.8e ° A so over a longer period 
homes, farm buildings, business and in- cee, See 


dustrial structures. The large, rigid pan- eutendniiiasital init. 
els cover wall areas with a minimum of EXT.-D.F.P.A. . struction adds strength 
handling, sawing, fitting and_ nailing. prostate direitos and rigidity to framing. 
They bend easily to simple curves without 
splitting. They will not delaminate— 
even in boiling water! 














® Exterior type is the rugged, durable ae 
plywood used in PT boats and other door use where moisture 
assault craft. It has served for years in cera GAY Eatahe tae 
work and pleasure boats, in freight cars, ited by de tunis cae. 
“reefers’’, troop sleepers, and as a su- mark” EXT-DFPA on the 


perior material for outdoor signs. ciated 


®@ Write the Douglas Fir Plywood Asso- 

ciation for any technical data you desire. 
For prices and delivery information, see 
your lumber jobber. 


Douglas Fir Plywood Association Tacoma 2, Washington 
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sound basis. He said, “farmers are 
going to buy a whale of a lot of 
building materials from someone or 
other” and that “the farmer is one 
customer you have who buys the 
building materials he wants when 
he wants it and without restric- 
tions.” 

Election of officers resulted in 
the choice of J. LeRoy Huffman, 
Beckley, as president succeeding 
Robert H. Glenn, Clarksburg. Glenn 


was named a vice president along 
with Hartzell Turner, Clarksburg; 
George A. Bailey, Wheeling; Lyle 
Roe, Huntington, and Charles P. 
Houston, Welch. Sam H. Diemer 
was re-elected secretary. Elected to 
the board of directors were Fred 
C. Savage, Charleston; Charles P. 
Thorn, Morgantown; Tom Wilson, 
Moundsville; Orval Means, Fair- 
mount; E. Carl Langfitt, Parkers- 
burg; C. G. Conaway, Fairmont, 
and C. I. Cheyney, Bluefield. 





House 


Growing 








Someone’s house is growing. Before you can have lumber, you 


must have a tree. This tree was once a seedling. Seedlings 


from this tree then develop into other trees. A natural re- 


source is thus perpetuating itself. Enough wood is grown in 


America every year to build more than 2,600,000 homes. 


A sizeable share of this lumber will bear the trademark 
KIRBY. When it bears that name it will be lumber of de- 


pendable quality. 


KIRBY LUMBER CORPORATION 


HOUSTON 






TEXAS 
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Advertising Campaign 
(Continued from Page 56) 
pair of farm buildings places an 
obligation on our industry in 1946 
substantially equal in importance to 
war demands. This obligation, in 
my opinion, temporarily transcends 
the important plans of many com- 
panies to curtain production to bal- 
ance with sustained yield manage- 
ment plans necessarily deferred 
during the war. With sufficient man- 
power, production in 1946 may well 





Colonel William B. Greeley, vice-president of 

the West Coast Lumbermen’s Association and 

former Chief Forester of the United States, 

was guest of honor at the Association 
banquet. 


go beyond the rate of production of 
the first six months of 1945.” 

In his address at the dinner 
meeting, McNeal C. James, presi- 
dent of the Washington Forest 
Products Cooperative association, 
urged cooperation between the tim- 
ber owners and foresters to achieve 
a remunerative market for forest 
products. 

“If we can synchronize the ef- 
forts of these groups,” Mr. James 
declared, “we will have little need 
for government regulations or di- 
rectives in matters pertaining to 
forestry.” 

Mr. James pointed out that there 
are more than 40,000 timber own- 
ers in Oregon and Washington, 
most of them farmers. He urged 
that land not suitable for general 
agriculture be used for forestry. 

Other dinner speakers were: C. 
Arthur Bruce, president of the 
NLMA; John H. Smith, Hawley 
Pulp & Paper Co., Portland, Ore.; 
William D. Welsh, Crown Zeller- 
bach Corp., San Francisco; C. L. 
Billings, Potlatch Forests, Inc., 
Lewiston, Idaho; Dr. Wilson M. 
Compton, president of the State 
College of Washington and Gov- 
ernor Ear] Snell of Oregon. 
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Modern equipment such as 
this carriage with compressed 
air controls and double-cut 
band saw help keep produc- 
tion high even during labor 
shortages. 


Modern equipment and effi- 
cient crews—good timber and 
uniform grading — scientific 
drying and careful handling 
all help to make Neils’ prod- 
ucts the very tops in quality. 














No. 31 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington 


Member Western Pine Association 


LL, Ly, 


x0 YOU 4S your Feleph,, 
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@ WINSTON- SALEM 


NORTH CAROLINA 


Phone 8115 


MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 


With new and increasingly active sources of supply, we can now handle more orders 
for reasonably prompt i Prneaetng Send us your orders and inquiries for regular 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats 
and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and 
Douglas Fir Panels. 


We also handle commission business in Southern Pine, Western Pine, Spruce and 
Douglas Fir, including Douglas Fir Plywood. 


Buyers looking ahead should contactus now on their future requirements. 








Libby, Montana 


To Mills: 


We can give dependable, 
permnanent representation 
to reliable shippers. Our 
business is growing con- 
stantly. You are invited 
to contact us. 





L.N. BAGNAL 


mn: 1°) Gy KY 
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COVERS AND 
TARPAULINS 


PROTECT VALUABLE 
SUPPLIES 


Ww MAAS 
Hf wiNVOS 


Military supplies, men and material in transit and at terminals are 
being protected from all sorts of weather with Fultex and Shuredry 
covers, tents and tarpaulins. To get there and get there in good condi- 
tion is imperative. Fultex and Shuredry covers are giving a good ac- 
count of themselves. They are proving again and again that they give 


dependable protection. We are also makers of Back Bands, Cotton 
Twine, Truck Covers, Tents and other Canvas items. 


Write Dept. A L for interesting dealer proposition 


Fulton Bag & Cotton Mills 


Manufacturers since 1870 


ATLANTA 
NEW YORK 


ST. LOUIS 
NEW ORLEANS 


DALLAS 
DENVER 


MINNEAPOLIS 
KANSAS CITY, KAN. 


LUMBER and PILING 
for 57 Years 


Car and Cargo -- Wholesale Only 


ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 








Large and Long Timbers -- Fir Piling up to 150 Feet 


s Y, 
ti 


‘ 


ta - ab ane - 
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SILVER LAKE 


SOMO BRAIDED © 


ABLE QUALITY 
SASH CORD 


i died 


LOWER PRICED GRADES: EDDYSTONE -PELHAM-NUCORD - BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 


















Michigan Convention 

(Continued from Page 50) 
ing developed by his organization 
and the National Retail Lumber 
Dealers association to be dis- 
tributed through the state and re- 
gional groups. 


PR 33 Gets Attention 


Wednesday afternoon’s business 
meeting was led off by George W. 
Zinky, state director of FHA for 
Michigan, with ‘an explanation of 
the reasons for and the pertinent 
working details of PR 33. He 
warned dealers that if PR 33 does 
not result in a fair and equitable 
distribution of building materials 
and more homes for veterans, the 
industry can look for a more rigid 
method of allocations and controls 
to get the job done. 

H. R. Northup, secretary-man- 
ager of NRLDA, was second 
speaker Wednesday afternoon with 
a comprehensive talk titled “The 
Truth About Home Building in 
1946.” He reviewed the govern- 
ment and bureaucratic moves that 
have been made in an effort to deal 
with the housing problem, and then 
made it clear that the problem is 
still not being solved because it is 
one of production and not one of 
allocations, production quotas and 
priorities. He made it clear that 
PR 33 will not get houses because 
priorities are being issued promis- 
cuously with no regard to available 
materials. 

R. J. Willis, of the Willisway Sys- 
tem, Chicago, reviewed some of the 
pertinent points in the prefabri- 
cated home building situation for 
the dealers and advised them that 
the production of prefabricated 
homes in the U.S. has doubled every 
year since 1936. 

Wednesday afternoon’s session 
was concluded with a review of 
lumber production prospects by 
N. L. Cary, promotion manager of 
the Western Pine association, 
Portland, Ore. He said the fourth 
quarter production of western pine 
in 1945 was the lowest since the 
depression year of 1934 

Harold Crosby of the Northern 
Hemlock and Hardwood association 
explained that hemlock logs are go- 
ing to pulp and paper mills in- 
stead of into lumber because of 
maladjusted price ceilings. 

Officers of the Michigan Retail 
Lumber Dealers association were 
reelected for another year. They 
are: president, Russell Nowels, 
Rochester; vice president, E. F. 
Westover, Bay City; secretary, 
Hunter M. Gaines, Lansing and 
treasurer, Norman B. Cove, Lan- 
sing. 
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UST ACE | (‘og | Nilbernageh 
Steetcote 


e STAINLESS CAULK 
® GLAZING COMPOUND 
© QUALITY PUTTY 


1) 3 PRODUCTS 


That Will Do A Bigger 
Sales Job For You! 


_-.*°. 4 | 
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WHOLESALE DISTRIBUTOR 
of 


West Coast Lumber 
and 


Lumber Products 











; er) 
Stainless Caulk anoena — 


Stops cracks once and for hams NOoy 
all in tile and plaster, also IN mat 
around bath tubs and Ww No 
kitchen sinks. Has 50% 

less shrinkage; stays soft 

indefinitely and will not 

crack. Apply with knife or 

gun. Keeps the cold air out 

... the warm air in... stops 

infiltration of dust and dirt. 


LY 


SPECIALIZING IN 


PONDEROSA PINE 
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Compound 


A superior product for all 
glazing operations. It is made 
to be applied in the same man- _ 
ner as putty but is not to be 
confused with ordinary putty 
or caulking compound. It pro 
vides permanent adhesion for 
any kind of glass setting job 
It will not shrink or crack. .. 
makes a good water-tight job. 


@ MILLWORK 
@ MOULDINGS 
© BOX SHOOK 














J 
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A product outstanding for ease 
of application, rugged adhesjon 
to both glass and steel. Made 
with long life durable oils, it 
readily contracts and expands 
with the steel and has the neces- 
sary strength to render outstand- 
ing service. Our superior quality 
putty has made us the largest 
manufacturers of putty west of 
the Mississippi. 


00.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago 3, Ill. 











Interested distributors will please 
write for full details and prices. 


STEELCOTE MFG. CO., 
3418 Gratiot St., St. Louis 3, Mo. 
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Direct Mail Advertising for 
the Lumber Dealer 





Tipe on how a small business can use direct mail ad- 
vertising effectively were outlined by H. L. Ramsay, 
sales manager of the Porter-Cable Machine Co., re- 
cently in a talk before a class of Syracuse (N.Y.) Uni- 
versity students interested in going into business for 
themselves. This article is a brief digest of his talk. 











D IRECT MAIL advertising can be used effectively 

and profitably by the small business upon one 
condition: the direct mail piece must have something 
definite to say. 

Using direct mail advertising, Mr. Ramsay pointed 
out, it is possible to reach a specific person on a given 
day, month or season. You can pick a specific market 
and the cost per sale is comparatively low. 

Mr. Ramsay, alluding to his own experience, said 
that returns from each mailing piece amounted to 
4 per cent inquiries and 2 per cent sales. 

“Copy should be like a woman’s skirts: long enough 
to cover the facts and short enough to be interesting. 
We found a definite relationship between the number 
of mailings, length of copy and looks of the mailing. 
The cost of mailing was not a deciding factor in the 
success or failure of the mailing piece.” 

Several guides were recommended to assure suc- 
cess of a direct mail piece. 1. Attention: the prospect 
upon opening the piece must have his attention 
aroused by the presentation of the message. 2. Inter- 
est: You must hold the interest of the prospect while 
the initial thought is developed. 3. Desire: You must 
create desire for the product or service advertised. 
4. Action: One of the reasons so much direct mail is 
wasted is the lack of a definite bid for action. 

“Customers must be told what they should do,” Mr. 
Ramsay emphasized. “Should they buy now? Enclose 
money? Come into the store for a free sample or tele- 
phone for a personal visit from your representative? 
They must be told to act and to act now. Don’t be 
afraid to ask for the order once, twice and, if neces- 
sary, three times. If you don’t, your competitor will. 

“Another important factor is timing. Time your 
direct mail piece with the seasons or local or national 
events. Are you selling storm windows? Time your 
mailing with the coming of winter; it is just as im- 
portant, however, to follow up every time there is a 
cold snap. Obvious, yes, but you’d be surprised how 
few lumber yards follow through on storm windows.” 

Queried by the students about local newspaper ad- 
vertising, Mr. Ramsay said: 

“Unless your product and store are so well known 
that people from all walks of life will flock to your 
store, it would be better to start on direct mail. With 
direct mail, you cover the immediate neighborhood 
of your store. You expand your advertising to include 
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other media as soon as you are ready to expand your 
market. 

“Much depends upon the type of product. For ex- 
ample, a lumber yard having city-wide distribution 
might augment direct mail by newspaper space. If the 
retail dealer sells to a wide market, he might profit- 
ably use trade magazines with a sectional circulation.” 

A young veteran, who was joining his Dad’s lumber 
business, asked: 

“How do we know that people read the direct mail 
pieces? I know that many times I throw mail into the 
waste basket.’ 

“There are three kinds of prospects,” the speaker 
replied. “Those in the market at a precise moment; 





H. L. Ramsay. Some of his direct mail advertising ideas can be 
applied to lumber yard merchandising. 


the ones who are thinking about buying but haven't 
made up their minds and the ones who are definitely 
not interested. 

“The only prospects you are interested in are those 
who, at the moment, want a new porch, screens, cup- 
boards or doors. Usually this group of immediate pros- 
pects represent only about 3 per cent of all your pros- 
pects at a given time. 

“Tf you had a cold wouldn’t you be interested in any- 
thing that promises relief? When somebody is think- 
ing about the type of product you offer, he will read 
your message. If it is well prepared, he will act upon 
ha 
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Your Clients will Approve 


These Recommendations for 


God harman"? 


You can be sure of satisfied and grateful 
clients if your recommendations for 
hardware for their new homes include: 


1. At least 2% of the contract price for 
hardware. 

2. Early selection—within a week after the 
contract is awarded. 

3. Three hinges to a door—good building 
practice—obviates door sagging and 
warping. 

4. Matched period styles that harmonize 
with the architectural design of the 
building. 

5. Suggestion that selection be made from 
the McKinney catalog of quality hardware 
—authentic designs. 


Recommendations that cover these 
points solve the detail of hardware to 
complete approval of your clients—and 
to the advancement of your reputation. 


Write for a copy of the 
new booklet ‘‘Details and 
Data on Hinges.”’ 








McKINNEY 


SINCE 1865 
,-MANUFACTURING 
PITTSBURGH 12 


COMPANY 
PENNSYLVA% 44 
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There is a Big Fast-Growing 
Market for this “Whiter White” 


@ Trinity White is a true portland cement that is 
superlatively white, giving more beautiful appearance 
and greater light reflection wherever it is used. 


You will find a rapidly and constantly developing 
market for Trinity White Cement. It is the ‘whitest 
white”? portland cement. 


So stock Trinity White. Trinity White is available to 
you—in full or mixed cars—direct, or through other 
cement manufacturing companies. For complete in- 
formation, write, wire or phone Trinity Portland 
Cement Co., Republic Bank Bldg., Dallas, Tex., or 
111 West Monroe St., Chicago. 


SELL IT FOR— 


Stucco ® Architectural Concrete Units ¢ Portland Cement 
Paint © Terrazzo ° Trafficway Safety Signs & Markers 
Light-reflecting Floors 


PLAIN OR WATERPROOFED 





News Ui 


READ IT SOONER IN AMERICAN L 














Dollar-and-Cent Softwood Ceilings 
Established in Chicago Area 


The blow long feared by lumber 
dealers fell on the Chicago area 
Feb. 1, when dollar-and-cents ceil- 
ing prices for a limited number of 
softwood items were put into effect 
by OPA. All of Cook, DuPage, 
McHenry and Kane counties were 
affected with the exception of the 
cities of Barrington, Palatine, Ar- 
lington Heights, Wilmette and Win- 
netka in Cook county, and the cities 
of Union, Huntley and Marengo in 
McHenry county. 

The order substitutes dollar-and- 
cents prices for the ceilings which 
prevailed under an OPA formula 
type regulation. The entire OPA 
sixth region (Illinois, Iowa, Wis- 
consin, Minnesota, Nebraska, North 
and South Dakota) will be sub- 
jected to similar orders, area by 
area, within the next few months. 
Other regions of the Nation will 
be targets for similar controls. 

The regional OPA office in Chi- 
cago gleefully heralded issuance of 
the order as its “most important 
step in the housing program.” Rae 
E. Walters, regional administrator, 
said: “I have been told by Chicago 
lumber dealers, who have conferred 
with us in the preparation of this 
order, that it is a welcome step, and 
also has the advantage of reducing 
the office workload for sellers.” 
Dealers reporting to American 
Lumberman were considerably less 
enthusiastic. Consensus was that 
the order was awkward and unnec- 
essary. It was hardly an important 
step in the housing program, said 
lumber dealers, but rather just an- 
other example of bureaucratic in- 
terference. 


The initial order includes the fol- 
lowing limited number of softwood 
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items: short leaf yellow pine 
(boards, dimension, flooring, finish 
and drop siding) ; western softwood 
shingles (natural, not stained); 
hand split shakes; stained red cedar 
shingles, and aromatic red cedar 
closet lining. 


Following are excerpts from the 
retail dollar-and-cent price tables: 








NLMA Raps OPA Price Policy 
In Congressional Committee 

In an appearance before the 
House Banking and Currency com- 
mittee, Henry Bahr, secretary of 
the National Lumber Manufac- 


turers Association, stated that 
much needed lumber for the Re- 
conversion Housing Program can 
and will be produced by the nation’s 
lumber mills if a reasonable and 
realistic price policy is put into 
effect. 

The statement was made in op- 
position to the Patman Housing 
bill, designed to establish price 
ceilings on new and existing hous- 
ing facilities, provide subsidies for 





SHORT LEAF YELLOW PINE—BOARDS 


Quantity Sales Small Sales 
Size No. | No. 2 No. 3 No. 4 No. | No. 2 No. 3 No. 4 
I x4 $76.00 $71.00 $63.00 $52.00 $87.00 $82.00 $74.00 $63.00 
1x6 & Ix7 78.00 75.00 65.00 53.00 89.00 86.00 76.00 64.00 
1x8 & Ix9 79.00 75.00 65.00 53.00 90.00 86.00 76.00 64.00 
1xlO & 1x5 82.00 77.00 67.00 55.00 93.00 88.00 78.00 66.00 
SHORT LEAF YELLOW PINE—DIMENSION 

Prices per thousand board feet 

Quantity Sales—No. | Grade 
Size 6’ 8’ 10’ iz 14’ 16’ 18” 20’ 22’ 24’ 
2x4” $6l $74 $74 $74 $75 $77 $80 $80 $88 $94 
2x6” 60 75 75 75 77 77 8| 8| 89 95 
2x8” 60 75 75 75 77 77 81 8| 89 95 
2x10” 65 82 84 84 84 85 91 91 98 105 
2x12” 68 84 86 86 86 88 93 93 101 108 

Quantity Sales—No. 2 grade 
2x4” 60 7\ 7\ 7\| 73 74 77 77 85 91 
2x6” 56 70 7\ 71 72 73 76 76 85 91 
2x8” 58 72 72 72 74 74 78 78 86 93 
2x10” 6l 75 76 76 77 77 82 82 90 97 
2x12” 62 77 78 78 78 80 85 85 93 100 

WESTERN SOFTWOOD SHINGLES—NATURAL, NOT STAINED 
PRICES PER SQUARE 
Quantity Sales 
Length Thickness Exposure Width No. | No. 2 No. 3 
16” 5/2 a Random $7.50 $6.40 $5.00 
18” 5/2\/, Perfections 51,” Random 8.20 6.70 5.40 
STAINED RED CEDAR SHINGLES 
PRICES PER SQUARE 
Quantity Sales 
Length Thickness Exposure No. | No. 2 
18” 5/2\/, Perfections 5i/” $14.50 $13.10 
AROMATIC RED CEDAR CLOSET LINING 
PRICES PER THOUSAND BOARD FEET 
Thickness Width Quantity Sales Small Sales 
¥%” 2\/,” & wider $109.00 $126.00 
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“Regret We Didn’t Purchase 
| LOGGERS DREAM Sooner.” 


Shannon Bros. Lbr. Co., Memphis 





“Eight months ago we purchased 


. a ‘Loggers Dream.’ It proved so Shannon Bros. Lumber Co. at Memphis is only one 
satisfactory — about a saath of many concerns that know from experience that it 
ago we purchased another. “s “ 

, There's nothing like it for success- pays to use Loggers Dreams. 
ful logging. Our only regret is You can get more logs faster with “Loggers 


that we didn’t purchase them 


oe 
anaes ™ Dreams. 


You can get logs from inaccessible areas you can't 
otherwise get. 

You can bunch from any direction up to 500 feet. 
You can load trucks or railroad cars with equal 
efficiency. 


—Shannon Bros. Lbr. Co. 
Memphis 1, Tenn. 





Put “Loggers Dreams” on your job. 

“Loggers Dreams” will increase your log in-take, 
cut your costs, save in manpower. Ask the man 
who operates “Loggers Dreams.” 
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Write for literature and names of “Loggers Dream” users near you. 


TAYLOR MACHINE WORKS 


Louisville, Mississippi 
Day Phone 436 Night Phone 50 











Southern Pine and Aarduesds X=) 


CUT-T0-LENGTH CRATING 


MANUFACTURERS: 


@ Save time and labor 

@ Eliminate waste 

@ Buy crating cut-to-length 
@ Send us your specifications 


Remand 
NOW IN OUR 62nd YEAR eo SELECTIVE LOGGING ASSURES 
OF LUMBER MANUFACTURING : PERMANENT SOURCE OF SUPPLY 


YELLOW PINE, AND HARDWOODS CHAPMAN, ALABAMA 
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VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 

Elevating Tables 

Continuous Core Machines 


Saw Mill Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 


Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 

































(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder form...just 
mix with water and 
use. Will not shrink. 
Sticks_and stays put. 








STICKS AND STAYS ify 
Tl 
PP 


Your jobber \¥X 
can give im- 

mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb, cans 
or four 4-lb. cans to case. 
Also available in 25, 50 
and 100-lb. drums for 
large industrial users. 


The PLASTIC Repair Material 


in POWDER Form 


Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 


Geniee WHITE PINE srosuS) 


Air-Seasoned * Water-Cured 
For 104 years, 1842-1946. Capacity 30 million ft. 
annually. 

Members N. W. L. D. Assn. 

BRY STOCK—ROUGH or DRESSED. Prempt Shipment 





Manufacturers 
PINE & POPLAR 
LUMBER 


ans 
ros 
a 


BX: 


Members 
Ss. P. 1. B. 


LA GRANGE, GA. 
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the construction of low cost homes 
and create a “czar” for housing. In 
commenting on the Patman bill, 
Bahr outlined a three-point “bill of 
rights” for which the NLMA 
stands: 

1. The powers recently granted 
Mr. Wilson Wyatt by Presidential 
Executive Order made it unneces- 
sary to provide for a national hous- 
ing stabilizer. 

2. On the matter of price controls 
for new and existing housing, the 
Executive Committee of NLMA 
last September formally took the 
position that such an extension of 





price controls was unnecessary and 
would retard the housing program. 

3. The association is opposed to 
subsidies for low cost homes, ma- 
terials, or workers as subsidies are 
not solutions to production bottle- 
necks. They only create new prob- 
lems which further delay a practi- 
cal solution of the critical housing 
shortage. 

Bahr’s contention, as well as that 
of the entire NLMA, was that a 
price increase which would permit 
adequate production would do more 
to solve the problem than would any 
or all regulatory measures. 


Southern Pine Organizes Joint 
Emergency Committee 


In order to meet the many prob- 
lems of the Southern Pine industry 
promptly and vigorously, the South- 
ern Pine Association has consoli- 
dated the work of the two industry- 
wide committees—the Southern 
Pine War Committee and the South- 
ern Pine Industry Committee. The 
consolidated committees will be 
known as the Joint Emergency 
Committee for the Southern Pine 
Industry. 

The decision to consolidate these 
two general committees was reached 
at a meeting of the Southern Pine 
Association in New Orleans, La. on 
Jan. 30-31. 

Immediately following the con- 
solidation, the Joint Emergency 
Committee protested Directive 94 
issued by Judge J. C. Collet, stabili- 
zation administrator, Office of War 
Mobilization and Reconversion, by 
telegram. The wire stated that the 
OPA increase authorized Nov. 29 
was “wholly inadequate” and too 
late to meet the shortage in South- 
ern Pine. 

“It was the unanimous opinion 
of these lumbermen,” the wire 
added, “that the directive is utterly 
unsound, wholly impractical and 
will be ineffective. It will not in- 
crease production .. . it will reduce 
production and certainly, under the 
conditions set forth in this direc- 
tive, there will not be any price 
increase for this distressed indus- 
try. The suggested basic goal of 
nine billion feet for 1946 is abso- 
lutely impossible, of attainment 
under Directive 94 and it will add 
materially to the chaotic conditions 
already obtaining in this indus- 
re, 

Directive 94 authorizes the Price 
Administrator to grant an average 
discretionary price increase, effect- 
ive about May 1, 1946, of $8.25 per 


thousand board feet in mill prices 
for Southern Pine lumber upon con- 
dition that the total shipments of 
Southern Pine lumber for the first 
three months of 1946 equal or ex- 
ceed a goal to be established by the 
Price Administrator. 


The Joint Emergency Committee 
plans to cooperate with every 
branch of the industry, especially 
the retailers, and to bring the facts 
concerning the reasons for the 
shortage of Southern Pine lumber 
before the public. 


The committee is expected to 
strengthen the stand of the South- 
ern Pine Industry on the various 
issues confronting it. Immediate 
problems concerning the industry 
include proposed amendments to 
the Wage and Hour law; govern- 
ment controls of production; hous- 
ing legislation and OPA policies. 


December Retail Lumber Sales 
Rise 19 Percent Above 1944 


Retail sales of lumber and build- 
ing material dealers of the nation 
for December, 1945, showed a 19 
percent increase over December, 
1944, but a 21 percent decrease as 
compared to November, 1945. The 
total sales for December, 1945, were 
$13,162,762; for December, 1944, 
$11,103,168, and for November, 
1945, $16,574,490. 


U. S$. Navy Awards Certificate 
of Achievement to NHLA 


H. Struve Hensel, former as- 
sistant secretary of the Navy, re- 
cently awarded the U. S. Navy’s 
Certificate of Achievement to the 
National Hardwood Lumber Asso- 
ciation in recognition of “excep- 
tional accomplishment in behalf of 
the United States Navy and of 
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In window screens, Cortland means the 
kind of protection that keeps insects 
from crawling or flying in— and children 
from crawling or falling out! 

Cortland means good wire! 

Specify Cortland — your guarantee of 
wire strength beyond your require- 
ments. 

Cortland Brand Wire Scréening is made 
in all widths in even inches from 18 to 
42 inches, inclusive; also 48-inch. Four 
wire, double selvage as standard. 


@ CORTLAND Black Painted 
e@ CORTLAND Gray-Wick (galvanized) 
e@ CORTLAND Bronze 


WICKWIRE BROTHERS, Inc. 


CORTLAND, N. Y. 
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are guaranteed to provide evenly distributed. circulating 





For a larger share of sales and profits... 





These two types of 


FIREPLACE UNITS 


will help you meet new building requirements 


For plenty of circulating warmth—without smoke— 
some homes require one type of fireplace unit, other 
homes a different type—depending on construction. 


1. BENNETT <freshs7fire por 


Designed especially for tightly con- 
structed, fully insulated, weather- 
stripped homes. Under these conditions 
a Fresh-Aire Unit gives benefits impos- 
sible with a recirculating type. Heats 
and circulates fresh air from outdoors. 


2, BENNETT Waun — ire ~<a 


This recirculating type is recommended 
particularly for camps, cottages, and 
southern homes without central heating. 
Cool air is drawn from the floor of the 
room through intake grilles into the 
heating chambers. 

Both types permit unlimited freedom 
to design the mantel. And, both types 





warmth—without a trace of smoke. 


For sheer beauty and full protection 


every fireplace should have a Flexscreen 
—the safety fireplace curtain. 

















Send for Bennett Fireplace Catalog—or see Sweet's 


BENNETT-IRELAND 
246 PINE STREET, NORWICH, N. Y. 





MAKE RAINY DAYS 





PAY YOU PROFITS 


With every rain the demand for masonry wa- 
terprecfing materials increases and the alert 
dealer who carries AMBRICAN FLURESIT 
PRODUCTS is cashing in on this demand. 
Every home owner is a potential customer... 
and there is a FLURESIT Product to meet 
every masonry waterproofing need. 


Nationally Advertised in The Saturday 
Evening Post and American Builder 


| Mile for Dealer Gitalog « 


3] Reliable dealers, inter- 
) ested in a profitable line 
| with a year ’round turn- 
over should write today 
for prices and a copy of 
our Dealer Catalog. It 
illustrates and describes 
the complete line of 
AMERICAN FLURBSIT 
masonry waterproofing 
products. 












AMERICAN FLURESIT CO. 


635 Rockdale Ave., Cincinnati 29, Ohio 








OU need these tools for 
insulation board jobs. 
Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 


Sent postage paid 
anywhere in U.S. A. 


Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


KIMBALL mec. co 


1709 GREENLEAF ROYAL OAK, MICH. 





Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, IIl.. 











WHITE. PINE Idabo--Ponderosa— 
California White 
Also and Sugar Pine 


Fir Wallboard Se3s" 274, 5 caucts 


William Schuette Company 
New Yerk 












Office—41 East 42d St. PITTSBURGH, PA. 





74 





meritorious contribution to the na- 
tional war effort.” 

The original certificate, bearing 
the silver-and-gold Navy emblem, 
has already been placed on the wall 
of the association headquarters in 
Chicago and reproductions of the 
certificate have been sent to NHLA 
inspectors. National Hardwood 
News said these inspectors were 
the “shock troops who worked dili- 
gently and loyally under high pres- 
sure to keep the hardwoods moving 
from the mills and yards into the 
war program.” 


OPA and FHA Collaborate in 
Program to Fix Rent Ceilings 

The OPA and the FHA have un- 
dertaken a joint program through 
which the OPA delegates to FHA 
the authority to establish ceiling 
rents on nearly all new rental hous- 
ing units. 

This agreement was made in con- 
nection with the newly instituted 
preference rating system for vet- 
erans’ housing under which the 
FHA as agent of the CPA processes 
and issues priorities for critically 
short building materials. The agree- 
ment between OPA and FHA, al- 
ready in operation, covers not only 
the new rental housing built with 
priorities assistance but also new 
rental housing built without priori- 
ties if a commitment for mortgage 
insurance is made by FHA. 


FHA Head Urges Building 
Trade to Cut Housing Costs 

The private building industry in 
all its branches was urged to make 
an united attack on the cost of hous- 
ing to bring “decent homes” within 
the means of the great mass of 
American families with moderate 
or low income by Commissioner 
Raymond M. Foley of the FHA 
in a recent speech in Detroit. 

Speaking before a dinner of the 
Board of the Commerce-Construc- 
tion Council, the FHA chief said 
private enterprise, if it is to claim 
the whole housing field, must accept 
it all and cannot “ignore or default 
in the problem areas of housing— 
the low income, the middle income, 
the blight areas and slum clearance, 
the minority groups and the low 
rental fields.” 

He declared that private enter- 
prise must expect to be called upon 
to do its utmost not only in solving 
the present housing emergency but 
in meeting the nation’s long-term 
problem. Private enterprise, he 
said, must analyze the task, must 
call for such help as it needs, must 
attack the job and must widen 
greatly the area of its effectiveness. 





Scheduled Convention Dates 


Feb. 19, 20—Western Retail Lum- 
bermen’s association, Spokane, 
Wash., Davenport hotel. 


Feb. 19, 20, 21—Wisconsin Retail 
Lumbermen’s association, Mil- 
waukee, auditorium. 


Feb. 21, 22—Western Pine associa- 
tion, Portland hotel, Portland, 
Ore. 

Feb. 21, 22—Virginia Building Ma- 
terial association, Virginia Beach, 
Cavalier hotel. 

Feb. 25-28—National Association 
of Home Builders, Chicago, IIl., 
Stevens hotel. 

Mar. 5—South Dakota Retail Lum- 
bermen’s association, Coliseum, 
Sioux Falls, S. Dak. 

March 5, 6, 7—Indiana Lumber & 
Builders Supply association, In- 
dianapolis, Murat temple. 

March 6—Southern Hardwood Pro- 
ducers, Inc., Memphis, Tenn., 
Hotel Peabody. 

March 6, 7—Northeastern Lumber 
Manufacturers association, Com- 
modore hotel, New York City. 

March 7-8—Independent Retail 
Lumber Dealers association, Min- 
neapolis, Minn., Radisson hotel. 

March 7, 8 — Mississippi Retail 
Lumber Dealers association, 
Jackson, Heidelberg hotel. 

March 7, 8, 9—Intermountain 
Lumber Dealers association, Salt 
Lake City. 

March 12, 183—North Dakota Re- 
tail Lumbermen’s _§ association, 
Fargo, City auditorium. 

March 20, 21—Louisiana Building 
Material Dealers association, 
New Orleans, Jung hotel. 

March 20, 21—New Jersey Lum- 
bermens association, Atlantic 
City, Claridge hotel. 

March 27, 28, 29—Florida Lumber 
& Millwork Association, Orlando, 
Auditorium. 

April 8, 9, 10—Lumbermens Asso- 
ciation of Texas, Galveston, 
Pleasure Pier. 


National Home Builders 
Plan Chicago Convention 


Previewing what’s new in home 
building and appliances, the Na- 
tional Association of Home Build- 
ers will have its annual convention 
and exposition, Feb. 25-28, at the 
Stevens hotel, Chicago. 

In addition to leaders in the 
building trades and heads of gov- 
ernment agencies concerned with 
housing, the war veterans will take 
a leading role in the discussions of 
homes and jobs for veterans, theme 
of the convention. Scheduled to 
head the list of GI’s who will at- 
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Manufacturers of 


MAPLE @ BIRCH © BEECH @ OAK 


STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 


GRADED SAWDUST 


High Grade Northern Hardwoods 


© 
Custom Kiln Drying 


Members: M. F. M. A. N. HL. A. N. H. & HLM. A. 


OCOnTO, WISCONSIN 


COMPANY 


Manufacturers 


“John Day” 
Ponderosa Pine 


Since 1889 


Pine Sales, Baker, Ore. 
Fir Sales, Dee, Ore. 
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HOLT HARDWOOD CO. 

































Foi Wolmaniged. Lumber’ Sales 
YOUR CLASSIFIED DIRECTORY 
MAKES A FINE PROSPECT LIST 


® Right in your own 
home town, listed in your classified 
telephone directory, are many indus- 
tries who should be using Wolman- 
ized Lumber. For repairs to buildings 
where decay or termites have taken 
their toll, or in new construction... 
longest life is assured with treated 
lumber. 

Where wet processes are employed 
in production, floors, framing and 
roof decks should be Wolmanized 
Lumber, the lumber impregnated 
with Wolman Salts* preservative... 
driven deep into the wood for posi- 
tive protection. 


Stock the needed sizes. Pian to maintain 
a well-balanced stock of this ‘lumber-with-a- 
plus’, in most-used boards and dimension so 
you can fill customers’ hurry-up orders for 
Wolmanized Lumber quickly. You can order 
mixed carloads of this treated lumber without 
injury to the untreated lumber. 
























CREOSOTING 





FLAMEPROOFING 





*R red 
trademarks 






WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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Build for All Weather 
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with American Trusses! 


Low price American - bow- 
strings completely span your 
yard—aid in permanent “all- 
weather” shelter. Operating 
expenses take a tumble. 


Used by lumbermen for 25 
years, these trusses increase 
your yard’s efficiency. Deliv- 
eries made immediately. Write 
today for an estimate. 


AMERICAN 
ROOF TRUSS CO. 


6848 Stony Island Ave., Chicago 49 
Plaza 1772 





ALTFORNIA 


SUGAR & WESTERN 
PINE AGENCY 


Pate) hictey,\ 4h at 
AN FRANCISCC Lei a@ltin it.’ 


SU GLAR Patter Lumber ! 


Selects and 


PINE - s-- 


| California Ponderosa Pine | 
j Mouldings and Cut Stock | 


ecialists for 40 Years ' 








PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4” & thicker, but 
mostly 4/4" Pine, Maple. Birch. Beech, 
Poplar, Gum, Willow, Oak, Magnolia, 
etc. Prefer upper grades but can use 
crating. etc., grades also. KD or AD, 
Rough or surfaced. Can use RW&L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 








ia NES Since 1922 
THE DAD & LAD & 
MANUFACTURERS 
Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


a Factory and Executive Offices 
: NEW LENOX, ILLINOIS 
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tend is T/Sgt. Charles E. (Com- 
mando) Kelly, Pittsburgh, Pa. 

Though subject to change, the 
present program includes a talk on 
providing materials for the home 
building industry to be discussed by 
John D. Small, CPA administrator. 
Others scheduled on the program 
are Raymond M. Foley, FHA ad- 
ministrator, speaking on the HH 
priority system; Marcel Villanueva, 
of the National Commission on 
Housing; J. C. Nichols, Kansas 
City, Mo., who has developed many 
residential districts; Fritz B. 
Burns, Los Angeles, Calif., builder 
now associated with Henry J. 
Kaiser’s construction company, who 
will discuss new ideas in home 
building; Seward H. Mott, who will 
speak on city planning and land de- 
velopment, and Wilson Wyatt, hous- 
ing czar, Washington, D.C., who 
will discuss government’s part in 
the housing crisis. 

There will be two panel discus- 
sions; one on providing materials, 
led by Joseph Meyerhoff, and the 
second on building and financing 
homes for veterans, moderated by 
Robert P. Gerholz. 


Mail-order Firms Retain 
Uniform Ceiling Prices 


An amendment to the general 
order authorizing community ceil- 
ings on building materials, effective 
January 30, permits mail-order 
houses to apply to the OPA for 
authority to continue sales at uni- 
form catalog prices. This can be 
done when such sales are made by 
mail and on the basis of published 
catalog prices. 

The OPA stated that this action 
was necessary to “allow mail-order 
firms to continue their characteris- 
tic business practices which would 
be impossible if they were com- 
pelled to recognize the area pricing 
orders for building materials listed 
in their catalogs.” 


So. California RLDA Protests 
OPA Ruling on Eastern Sales 


The Southern California Retail 
Lumber Dealers Association and 
the Los Angeles Chamber of Com- 
merce have issued protests against 
the OPA ruling permitting west 
coast saw mills to secure $2.50 
more per 1,000 board feet from 
eastern markets. Both organizations 
contended that the OPA ruling is 
discriminatory against California 
buyers. 

Orrie W. Hamilton, secretary- 
manager of the dealers’ association, 
declared that as a result of the 
ruling California may acquire less 
lumber for home construction than 





was previously estimated. He 
pointed out that lumber production 
is short of demand, creating a sell- 
ers’ market and that the northern 
mills affected are those which nor- 
mally supply the entire California 
coast. He said that if the mills ship 
the bulk of their lumber eastward 
for the extra $2.50, California 
“definitely will get less lumber.” 

The statement of protest issued 
by the directors of the Chamber of 
Commerce backed up Hamilton’s 
views and added that the “bonus” 
permitted under the OPA ruling 
would divert badly needed lumber 
from California to the eastern 
areas. 


OPA Raises Ceilings on 
Western Softwood Shingles 


An increase of 15 cents per 
square in ceiling prices for mill 
sales of Western softwood shingles 
in all standard grades has been 
authorized by the OPA, effective 
January 29. A square is understood 
to be the number of shingles re- 
quired to cover 100 square feet with 
standard exposure. 

The increase was granted after 
a recent cost study indicated that 
the Western softwood shingles in- 
dustry had a profit margin that was 
inadequate to absorb a wage in- 
crease of 15 cents per hour agreed 
upon by the industry and unions 
representing the workers, and ap- 
proved by the West Coast Lumber 
Commission of the WLB. 

This increase does not affect 
prices for most consumers because 
the greater volume of mill output 
of Western softwood shingles is 
bought from the mills by retail 
lumber yards and other distributors 
whose price ceilings are frozen at 
December 1, 1945, levels which are 
considered by OPA to be sufficient 
to permit retailers to absorb the 
current increase at mill level. 


Lumber Trade Assn. of Cook 
County, Ill., Elects Officers 
Officers and directors of the 
Lumber Trade Association of Cook». 
County for 1946 were elected at’ 
the organization’s annual meeting 
in January. This list, made public 
early in the current month, includes 
as president I. Callner of the Joseph 
Lumber Co.; ist vice-president, 
Raymond W. Jacob of the John 
Bader Lumber Co.; 2nd vice-pres- 
ident, John C. Koenen of the May- 
fair Lumber Co.; treasurer, J. H. 
Touchstone of the George Green 
Lumber Co., and J. L. Strong, sec- 
retary. The association’s offices are 
at 30 N. LaSalle St., Chicago 2. 
Newly elected directors of the 
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Loggedsin 1936-1937 


HARDWOODS @ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 


with 
MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 

















‘N 
woW Conservo 
pREVENTS WOOD ROT! 













Penetrates deeply — gives 
permanent protection 
against moisture, rot, and 
decay. 


Combines chemically with 
the lignin of the wood to 
give permanent protec- 
tion. 


For fence posts and board 
walks 


Repels termites with its 
high content of sterilizing 
phenols. 


Lasts indefinitely because 
it's non-volatile. Does not 
evaporate below 420°. 





Free FOLDER! Write for your copy to Samuel Cabot, Inc., 


1520 Oliver Bldg., Boston 9, Mass. 


Cabot’s CONSERUVUO 
WOOD PRESERVATIVE 
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FREE! 


TO RETAIL LUMBER 
DEALERS AND BUILDERS 


“WEEK-END 
HOUSE” 


(as reprinted from House Beautiful ) 


A new Western Pines 4-color promotion 

help for retail lumber dealers and builders. 

A valuable addition to your “idea file” 
and for distribution to prospects. 


25 COPIES FREE! 
When you write, specify Folder No. 416 


WESTERN PINE ASSOCIATION 


Dept. D-2* Yeon Building « Portland 4, Oregon 
*Iidaho White Pine 


*Sugar Pine 


*Ponderosa Pine 


*THESE ARE THE WESTERN PINES 








Get Ready for Big Spring and Summer 
Profits with this new line of 


PREE - FABB ” Garden F urniture 
sé ' 














CUSTOMERS EVERYWHERE DEMAND IT. 


“PREE-FABB" ready-to-install 
fence. Available in six choice 
designs this beautifier of home 
and lawn is on a hit every- 
where. Easy to sell . . . requires 
no painting or nailing. FREE! 
Write today for beautifully il- 


TURDILY built of white cedar 
logs this beautiful picnic 
table is a sure-fire seller. Home 
owners everywhere want it for 


outdoor barbecues, children's 
arties, picnics. "“PREE-FABB" 







awn chairs and settees are in 
big demand too. 


Another big profit maker is the 


mort mm tm ret tee ee eee 


lustrated booklet showing “PREE- 
FABB" Profit Makers. No obli- 
gation. Use convenient coupon. 


| 





FENCE COMPANY OF AMERICA ’ 
608 S, Dearborn Street, Chicago 5, Illinois : 
Send without obligation beautiful 'PREE-FABB'' booklet. ' 

' 


Name 


See eee eee ee eee eee EEE HEHEHE OEE EEE EE HEE ESTE EEE HEHE ESEES 


FENCE COMPANY OF AMERICA (oi eaco so ttiinols 














Announcing 


AUTOMATIC 
UNIT PACKAGE 
LUMBER PILER 


Our new unit package lumber pil- 
ing machine has great value to the 
lumber industry. 

It will automatically pile unit loads 
of lumber for yard or kiln drying. It 
tiers the lumber and automatically 
places the stickers. 

2 men with this machine will pile 
and stick 180,000 ft. of 4/4 lumber 
in 8 hours, based on loads averaging 
16 ft. in length. One complete tier 
is laid every 7'/p seconds. 

Write for complete blue prints, de- 
tailed information and prices. 


AMERICAN 


Manufacturing Co., Inc. 


2119 Pacific Ave., 
TACOMA 2, WASH. 
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HANDLING IN YOUR YARD 





Save space — time 
— costs — release 
men for productive 
work—handle lum- 
ber with conveyors. 


Write for special 
Bulletin, AL-26, 
describing Stand- 
ard Conveyors de- 
signed to speed 
and cut the cost of 
handling in lumber 
and building sup- 
ply yards. 





STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 








Plain and Quartered 
Oak—Soft Yalow Pop- 
lar— Basswood, Chest. 
nut, ete, 


~~ | Pisgah Ferest,N.C. 














association include Robert H. 
Adams of the A. T. Stewart Lum- 
ber Co., John J. Chalmers of Lord 
& Bushnell Co., R. V. Coburn of 
the Sterling Lumber and Supply 
Co., Peter DeVries of S. J. DeVries 
& Co., J. W. Embree, Jr., of the 
Rittenhouse & Embree Co., Joseph 
J. Fitzgerald of the Edward Hines 
Lumber Co., Frank J. Heitmann of 
the Morgan Park Lumber Co., 
Sangston Hettler of the Herman H. 
Hettler Lumber Co., A. J. Miller of 
the Hill-Behan Lumber Co., A. A. 
Siegel of the Siegel Lumber Co., 
Joseph G. Stadelman of Harris 
Bros. Co., and C. F. Willis of the 
Berwyn Lumber Co. 


Producers’ Council Urges FHA 
to Use Parks for Vets Housing 


Use of public parks as sites for 
temporary war housing to be moved 
from other locations to ease the 
veterans’ housing shortage was 
proposed recently to Wilson W. 
Wyatt, Federal Housing Expediter, 
by Irving W. Clark, chairman of the 
residential committee of the Pro- 
ducers’ Council, national organiza- 
tion of building product manufac- 
turers. Clark’s letter to Wyatt said 
in part: 

“By utilizing land already dedi- 
cated to public use, the housing can 
be made available more quickly, in- 
asmuch as long delays usually en- 
countered in selecting and acquiring 
sites can be eliminated. Locating 
temporary dwellings on park sites 
also offers assurance that they will 
be removed promptly when the need 
for them has passed.” 


Producers’ Council Forecasts 
100% Housing for Urban Vets 

J. W. Follin, managing director 
of the Producers’ Council, predicted 
recently that there will be enough 
housing to accommodate all veterans 
desiring homes of their own in non- 
farm areas by the end of the year 
providing returning service men re- 
ceive first choice on all new 
dwellings constructed or created by 
conversion during the year and on 
all vacancies. The forecast was 
based, however, on the proviso that 
residential construction is not re- 
tarded by inadequate ceiling prices 
on building products or by labor 
shortages. In explanation Follin 
said: 

“This conclusion, which excludes 
veterans returning to farms, is 
based on analysis of surveys con- 
ducted by the Army Service Forces, 
on Census Bureau data and on cer- 
tain assumptions made by the 
NHA. 

“It is estimated that 510,000 new 





non-farm housing units will be con- 
structed in the 15-month period 
ending December 31, that 240,000 
units can be made available by re- 
locating temporary war housing 
and by conversion of existing struc- 
tures, that dissolution of families 
will free 650,000 units during the 
period, and that 670,000 veterans’ 
families can be housed in dwellings 
which were vacant as of last Oc- 
tober 1.” 


Follin said that the latter figure 
is higher than that used by the 
NHA, but still represents fewer 
than one-third of the total number 
of non-farm vacancies on October 1. 


Northern Hemlock and 
Hardwood Mfgrs. Assn. 
Elect Officers 


Officers for the new year were 
elected at the annual meeting of 
the Northern Hemlock & Hardwood 
Manufacturers Association held 
January 29 at the Plankinton 
House, Milwaukee, Wisc. These in- 
cluded Charles Good, Bay de Noquet 
of Chicago, president; Vilas Ruh- 
mer of the C. M. Christensen Co., 
Phelps, Wisc., vice-president; W. 
W. Gamble of the Yawkey Bissell 
Lumber Co., White Lake, Wisc., 
treasurer, and O. T. Swan of Osh- 
kosh, Wisc., secretary-manager. 
The association’s headquarters and 
information service is in Oshkosh. 

Speakers on the program of bus- 
iness sessions included Walter T. 
Gorman, outgoing president; Har- 
old Holman, chief of the Lumber 
Production Unit, CPA; Abbott Fox, 
chairman of the Regional OPA In- 
dustry Advisory Committee; H. O. 
Fleischer of the U. S. Forestry 
Products Laboratory; E. L. Den- 
mon, director of the Lake States 
Forest Experiment Station; Dr. E. 
B. McKean of the National Lum- 
ber Manufacturers Association re- 
search laboratory; Karl Schmidt, 
association statistician, and John 
McClure, secretary of the National 
Hardwood Lumber Association. 

A memorial resolution was read 
commemorating the late Frank K. 
Bissell, a past president of the 
association. 


FHA Receives Applications for 
62,252 Dwelling Units for Gis 


According to a recent announce- 
ment by FHA Commissioner Ray- 
mond M. Foley, applications cover- 
ing 62,252 dwelling units were re- 
ceived by FHA field offices during 
the first 15 working days under the 
new preference rating system for 
veterans’ housing. 
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TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco « P.O. Box 1731, Stockton, Calif. 
Manufacturers of 


Ponderosa Pine, Sugar Pine, White Fir, Incense Cedar 
Lumber, Mouldings, Cut Stock 

















WANTED: The Following 
DIMENSION STOCK 


53g x 9° wide x 11” long 34x33," wide x 17-7/16" long 
¥x 9," “ x 9” ™ 3% x 9 “x 15-374" 
“x7” = 1" “ Vex 43," “ x 14-7/8" 


Wood must be thoroughly dry, free of objec- 
tionable knots, in beech, birch, maple, gum 
or poplar. Sanded or unsanded. 


ALSO the following plywood or solid panels: 


M4 x 11%" x 147," 
Ma x 92" x 147%" 
My x 9" x 1614" 


Plywood to be sound 2 sides and sanded 2 
sides, in any good hard or semi-hard wood. 


Will place immediate orders for carload lots 
for delivery as soon as possible. We use 
these and other sizes continuously. Please 
quote prices and earliest delivery. 


CRAFTWOOD PRODUCTS 





¥ 






































189 Franklin Ave. Nutley 10, N. J. SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Nutley 2-3915 Selling the Products of J. A. MATHIEU, Ltd, Rainy Lake, Ont. 
Shevlin Pine Sales y 
SELLING THE PRODUCTS OF DISTRIBUTORS OF were: 
*THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY VESULY PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY __ EmcuvE CE 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
_*Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
ah, CR Te DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
“ Pandeta Pine Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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Scale Model Homes 

Small scale model homes for win- 
dow and counter displays are now 
available for dealers. There will be 





ten different homes to choose from, 
in three different scales—14, 3% and 
Y% inch. Each one is said to be care- 
fully made, with a faithful repro- 
duction of details. For further in- 
formation write The Homes Center, 
University National Bank Building, 
Oak Street S.E. at Washington ave- 
nue, Minneapolis, Minn. 


Screen, Storm Sash Windows 


Two additions to Northern Wood 
Products Weather-Vane line of 
combination screen and storm sash 
windows will soon be ready for the 
market. The first is a double-hung, 
self-contained screen and storm 
sash unit, designed for installation 
in window casements. The second 
will be a screen and storm sash win- 
dow designed especially for porches, 
with a storm-proof sash that can be 
quickly and conveniently placed 
over the screen. For further infor- 
mation about these two new window 
combinations write Northern Wood 
Products, 2100 Penobscot building, 
Detroit 26, Mich. 


Rubber Base Paints 


Unused space in existing homes 
can be reclaimed and useable space 
can be added in new small homes by 
making basements dry. This can be 
accomplished by waterproofing and 
decorating basements with Rubber- 
Coat. Unless there is actual water 
pressure, Rubber-Coat is said to 
prevent seepage through walls and 
floors. It is applied like ordinary 
paint to the interior surfaces of 
basements, walls and floors, and is 
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said to be tough, wear resistant and 
colorful. Not affected by the lime 
and alkalinity of concrete or by re- 
peated washings, it is also resistant 
to spillage of gasoline, oil or alco- 
hol. For more details write the 
Wilbur & Williams company, 1036 
Park Square building, Boston 16, 
Mass. 


Tourist Court Plan Book 


Just published is the Tourist 
Court Plan Book to serve as a guide 
for those interested in constructing 
tourist courts. The first 80 pages 
give complete information on fi- 
nancing, location, planning, con- 
struction, furnishing and landscap- 
ing, with sections on coffee rooms 





and service stations. The next 50 
pages consist of floor plans of 
courts, small, medium and large. 
Some are original designs, others 
are of courts now in operation. For 
further information about this book 
write Tourist Court Journal, Tem- 
ple, Tex. 


Inter-Com for Homes 


Providing voice-to-voice conver- 
sation between any two rooms, or 
combination of rooms, in the home 
is the new Executone Inter-Com. 
With one in the nursery, a mother 
can listen in on children. Another at 
the front door will provide protec- 
tion against unwanted callers. It 
can be placed in both new and old 
homes. Easy to install, it operates 
on 110 volts, A.C. or D.C. current, 
and is licensed under American 
Telephone and Telegraph and West- 
ern Electric patents. For more com- 
plete information write Executone, 
Inc., 415 Lexington Avenue, New 
York 17, N. Y. 








SALES AIDS - LINERATURE 


Youngstown Kitchens 


Just recently added to the 
Youngstown line of kitchen cabinets 
and sinks is the “Kitchenaider 66- 
Twin,” with double sink and double 
drainboards. The model includes 
under-sink cabinets and drawers, 
faucet with spray attachment and 
crumcup strainer. Other models are 
made in 42, 48, 54, 72, 84 and 96 
inch sizes. For more complete de- 
tails write Youngstown Kitchens, 
Mullins Manufacturing corporation, 
Dept. AL, Warren, Ohio. 


Weldwood Plywood 
Applications 


Modern, practical applications of 
Weldwood plywood for commercial 
interiors are described and _illus- 
trated in a new booklet issued joint- 
ly by U. S. Plywood corporation and 
the Mengal company. Installations 
of decorative plywood as used by 
prominent firms are pictured. The 
booklet further explains that differ- 
ent effects are secured by a proper 
choice of woods and finishes as well 
as individual treatment of each in- 
terior. The booklet will be mailed 
without charge upon request to the 
U. S. Plywood corporation, Weld- 
wood building, 55 W. 44th street, 
New York, N. Y. 


Portable Radial Saw 


A new lightweight portable 12- 
inch radial saw, which it is said will 
save 25 per cent or more of the 
usual power saw time on the aver- 





age building or other production 
cutting job, has just been added to 
the Monarch Uni-Point line of 
woodworking machinery. The new 
saw is made principally of light, 
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Back Again 






VY Tough-Wear 
VY Liquid-Proof 


Stanzoils 


Neoprene-Coated Work Gloves 


@ Safety red — for hands near moving machines. Stout 
fabric heavily coated with milled (not latex) DuPont 
neoprene, which assures more hard wear, won't crack or 
peel, protects from and resists damage by oils, acids, 
caustics, lasts longer. Curved fingers for more comfort, 
easier work. Standard size, knit (R-26) or gauntlet 
(R-27) wrist. Top quality for industrial service, more 
for your money. Ask your supplier for Stanzoils — or 
write for catalog showing full line of all 
neoprene and neoprene-fabric Stanzoils. 








, a [= Synthetic Rubber Division 
~ THE PIONEER RUBBER COMPANY 


(NT, 
P| Y 272 Tiffin Rd., Willard, Ohio, U.S. A. 
i New York - Los Angeles 








THE OLD MAN |S HAPPY BECAUSE 
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Concentration yard men everywhere are coming to 
appreciate more and more the accurate lumber produced 
a a — sawmills. 

orley-cut lumber is not 
“thick and thin,” there are CORLEY MILLS 
no “rainbows.” It is accurately 
cut... profitable to handle. 

Write us for names of Cor- 
ley equipment operators in 
your area. You will want the 
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N Manufacturers: Circular Sawmills, Edgers, Trimmers; and Accessory Equipment \ 

\ ‘Branches: Little Rock, Ark.. Portland, Ore. * Seattle, Wash. \ 
SS S S 


SS 
\ ou WOOO KN ‘ w 








‘%  §OUNDBILT 


Sines means plywood 

— manufactured with 

Ay precision — plywood 

UE that has been satis- 

WEE fying the needs of 

bf , wer plants and that 

HE. will please lumber ’ 

DHE dealers’ customers. Sound 

oe SOUNDBILT is the . 2 

fygi plywood you 

Y4 want to standardize PLYWOOD, Inc. 

Va on for your future 230 EAST F STREET 
needs. TACOMA 2, WASH, 


4 

















February 16, 1946, AMERICAN LUMBERMAN 





with [YEW K-2 ELECTRODE 


Tests flat, irregular and curved surfaced 





materials in 3 seconds or less 


Here is the all-purpose moisture testing instrument you have 
been waiting for. 


Each button of the electrode is individually spring-cushioned 
to allow maintenance of contact regardless of contour — no 
points to break off or injure surface It is completely portable, 
and can be operated by anyone. 


The same exacting scientific research and precise engineering 
development that have made L-2 (lumber) and V-2 (veneer) 
models of Moisture Register the standard in their fields make 
the new model K-2 an accurate, dependable addition to this 
famous line. Write today for complete information, specify- 
" ; ing type of material and per cent range 
Direct yeading of moisture content you wish to test.— 
dial shows mois- Moisture Register Co., Dept. A, 133 North 


ture content of: Garfield Avenue, Alhambra, California. 

Paper in Stacks 
or Rolls 

Cloth in Bolts 
Lumber 
Plaster 


« « « Gnd many 
other materials 






















non-rusting magnesium, so that the 
unit complete with carrying frame 
and 1% h.p. electric motor weighs 
approximately 200 pounds. It has a 
3x16 inch crosscut and 20% inch 
wide ripping capacity. A booklet 
describing the unit can be had by 
writing the American Saw Mill Ma- 
ehinery company, Hackettstown, 
N. J. 


Synthetic Flat Wall Finish 
Vita-Var announced a new label 
for its Vita-Cal Flat Wall Finish, 
an entirely new kind of flat wall 
paint. No priming or sealing is said 





S€L¢-seacinG FLAT 


WALL FINISH 
L340 WHITE. 





to be necessary on calcimine, casein, 
wallpaper, wallboard and other in- 
terior surfaces—just one coat of 
Vita-Cal. Made in semi-paste form, 
Vita-Cal is thinned with turpentine. 








Opportunity for 
Venetian Blind Slat 
Manufacturer 





Enterprising concern preferably | 
with established clientele can | 
profit by reconverting to pro- | 
duction of new type, patented, | 
all metal Slat indistinguishable 
in appearance from quality 
wood slat. 


To the concern of proven merit, 
financially and aggressively ca- 
pable of fulfilling market's needs 
for this high quality Slat on na- 
tional scale, Owner will consider 
granting exclusive U. S. manu- 
facturing and sales rights. Box 
N-56, c/o AMERICAN LUM- 
BERMAN. 
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It is said to wash easily, dry quick- 
ly and it comes in a variety of pas- 
tels as well as white. It is designed 
for use on plaster, cement, brick 
and painted walls as well as those 
mentioned above, and is an oil base 
paint. For further details write 
Vita-Var corporation, 1180 Ray- 
mond boulevard, Newark, N. J. 


Cabinet Hardware 


A new line of cabinet hardware 
is being introduced by the Stanley 
company. New styles have been de- 
veloped in modern designs with 
chromium plate finish, and inlaid 
with brilliant plastics. There is now 
a choice of six matched sets, five 
door knobs and two catches. Hinges 
are included that will take care of 
all cabinet door conditions. Catalog 
sheets illustrate the new latch sets 
and pulls, surface hinges and semi- 
concealed hinges, and knob pulls. 
Stanley also offers a display board 
showing many of the items of Blue 
Ribbon designs. For further infor- 
mation write the Stanley Works, 
New Britain, Conn. 


Floor Finishing Equipment 

How a floor finishing rental de- 
partment can be handled by a lum- 
ber dealer is discussed in a pam- 
phlet put out by the Clarke com- 
pany. It shows a variety of display 
ideas that have been used by deal- 
ers in drawing attention to their 
rental department, and gives exam- 
ples of some of the merchandising 
helps that are furnished by the 
company. For further information 
write the Clarke Sanding Machine 
company, Muskegon, Mich. 





When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN as the 
source of your information. 





Heavy-Duty Trucks 

International Harvester company 
has announced its new heavy-duty 
West Coast trucks which will soon 
go into production. Two models have 
been shown. The W-3042-H has a 
weight rating of 30,000 pounds and 





is a 4-wheel vehicle which drives on 
the two rear wheels. The W-4064-H 
has a weight rating of 40,000 





pounds and is a 6-wheel vehicle on 
which the power is applied to the 
four rear wheels. Although the In- 
ternational-Continental S-6749 en- 
gine is listed as standard, all of the 
models are available with any one 
of a number of engines. In the de- 
sign and construction of the cab, 
everything possible has been done 
to provide complete driver comfort 
and convenience. For further de- 
tails write Motor Truck Division, 
International Harvester company, 
180 N. Michigan avenue, Chicago, 
Ill. 


Doorholder 


A new idea in doorholders has 
just been introduced to the building 
and hardware fields. It’s the Door- 
master, a patented, springloaded 


i 
| 
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doorholder which the manufactur- 
ers claim holds the heaviest doors 
without slipping. Fabricated of 
durable aluminum with a tough 
rubber foot, two flat head screws 
are all that are needed to mount 
this doorholder. For further infor- 
mation write Swallow Airplane 
company, Wichita 1, Kans. 


Fireplace Booklet 


Discussing fireplace design for 
both interior and outdoor fireplaces, 
is the new fireplace booklet offered 
by the Majestic company. It in- 
cludes such items as points to con- 
sider in planning a fireplace, ad- 
vantages of using Majestic circu- 
lator fireplaces, prize-winning man- 
tel designs, installation and dimen- 
sional details on the Majestic cir- 
culator, how to build a conventional 
fireplace, as well as a catalog of fire- 
place accessories. The book con- 
cludes with several designs for out- 
door fireplaces and tips on building 
an outdoor fireplace. To receive this 
booklet send 25 cents to the Majes- 
tic company, Huntington, Ind. 
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ROLL-OFF 
LUMBER TRUCK BEDS sin isi 


Complete Beds Shipped KD 


EASILY MOUNTED 


Write for Catalog & Prices 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY, MO. 












“The fctive Truck Is the Money-Moker” 











OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 


cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 
No. 24 Welwyn Road P. O. Box No. 85 
Great Neck, L. L., Crystal Lake, Ill. 


New York 


Member Western Pine Assn. 








Watch 
WOODLIFE 





in 1946 


When the “Post War’’ WOODLIFE treat- 
ing plans of hundreds of woodworking 


plants and lumber yards will be put into 


practice throughout the country. 


Are you ready to meet the growing de- 


mands of architects and builders for 


WOODLIFE protection? 


Protection Products Mfg. Co. 








Mfrs. of CHEMICAL PRESERVATIVES Since 1921 


Research Laboratory and Plant KALAMAZOO, MICH. 











Meets the demands of experienced operators for 
efficient, accurate production at low cost. .Solve 
your increased output requirements with an Enter- 
prise. Send details of your set-up for our recom- 
mendations and prices. 











Quality—built to tried and proven prin- 
ciples of design and construction for 
profitable operation. 











THE ENTERPRISE CO., 328 Main St., COLUMBIANA, OHIO 
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NHA Administrator Calls for 2,700,000 
Homes in 2 Years in New Housing Program 


Includes request for $600,- 

000,000 to subsidize manu- 

facturers of building 

materials, limitations on de- 

ferrable construction and 

priorities and allocations 
for home builders. 


ILSON WYATT, new NHA 

administrator, has announced 

his all-out housing project and 

President Truman has given it the 

unqualified support of the admin- 
istration. 

The objective is 2,700,000 hous- 
ing units, to be built during the 
next two years. They are to cost 
about $6,000 or less per unit. To 
meet this enormous quota, Mr. 
Wyatt proposes a limitation and an 
incentive. 

The first limitation is to stop all 
deferrable and nonessential con- 


struction. In this connection it is. 


important to remember that the 
primary commitment is housing for 
veterans. Anything else will have 
a heavy burden of proof if it tries 
to establish its essential character. 
Whether L-41 is to be proposed by 
name, or whether its purpose is 
to be cased in a new package, is 
not clear at this writing. But it is 
apparent that the NHA wants the 
limitations of the old war order 
back in force; with perhaps a few 
additional restraints. 

The second, or incentive proposal, 
has to do with “premium payments” 
or “spur premiums.” You and we 
know these devices as subsidies. 
Congress is to be asked for $600,- 
000,000; and this money will be 
used to speed up the production of 
building materials. Part may be 
used in research; to discover new 
building materials and methods. An 
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additional $250,000,000 is to be 
asked, to build or otherwise pro- 
vide 100,000 temporary units for 
the housing of veterans in colleges 
or cities. 

Of the 1,200,000 housing units 
planned for this year, 700,000 are 
to be of the so-called conventional 
type; the kind of houses built by 
local contractors of materials gotten 
from local lumbermen and building- 
materials dealers. The remaining 
500,000 are to divide evenly be- 
tween permanent prefabricated 
houses and temporary units, For 
next year the objective is raised to 
1,500,000 units; 900,000 to be con- 
ventional units and 600,000 per- 
manent prefabricated houses. Mr. 
Wyatt thinks that if legislation is 
passed at once, so his program can 
get going quickly, then by April 


of 1948 there can have been built 
three million houses. 

The biggest home-building year 
so far, according to the records, was 
1925, with a little less than a mil- 
lion units. 

The first question asked by lum- 
bermen, when confronted by the 
magnificent distances of the Wyatt 
program is about materials. The 
second is about labor. The answers 
are greatly expanded production 
both of conventional and of new- 
type building materials; premium 
payments for production; guaran- 
teed markets for materials manu- 
facturers; and wage-price adjust- 
ments or price increases “where 
they are necessary and not infla- 
tionary.” This, for the moment, 
must serve as an answer. At least 
it’s a marker, pointing out a gen- 
eral direction. 

War plants are to be used to in- 
crease production capacity; point- 
ing in general toward other than 
conventional building materials. It 
is suggested, too, that the govern- 








MAIN POINTS OF ADMISTRATION’S LATEST HOUSING PROGRAM 


1. A goal of 2,700,000 new homes for 
1946 and 1947. Plan is to build 1,200,- 
000 in 1946, of which 700,000 will be 
conventionally built and 250,000 per- 
manent prefabricated and 250,000 
temporary units. The goal in 1947 is 
1,500,000 houses; 900,000 to be con- 
ventional construction and 600,000 
permanent prefabricated homes. 


2. Stimulation of the production of 
building materials by offering subsi- 
dies to manufacturers. 


3. Preference for veterans and their 
families in the rental or purchase of 
the new homes with provisions for 
non-veteran hardship cases. 


4. Recruitment and training of 1,500,- 
000 additional workers in the home 
construction industry. 


5. Postponement of all deferrable 
and non-essential construction for 


the balance of 1946. 


6. Priorities and allocations to home 
builders for equipment and materials. 


7. Plans to hold off inflation through 
tighter price controls on _ building 
materials, ceilings on new and exist- 
ing homes, and on building lots. Con- 
tinuation of rent controls. 


8. Insure mortgages on _ low-cost 
homes up to 90 per cent of value, 
based on necessary current costs. 


9. Congress is asked for legislation 
supporting the program, including 
$600,000,000 to finance subsidies to 
manufacturers of building materials 
and prefabricated housing, and $250,- 
000,000 for re-use of war housing. 


10. Participation in the program by 
local emergency housing committees 
in cities and towns throughout the 
nation. 
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J. P. RINN H. V. SCOTT 


Rinn ci Scott Lumber Company 


LUMBER and LUMBER PRODUCTS 








Yard and Warehouse General Office 
2759 So. Kedzie Ave. 360 No. Michigan Ave. 
Chieago 23, Ill. Chicago 1, Ill. 
BiShop 4080 RANdolph 4878 
FOR SALE 
T y B Ec Anaconda Copper 
Mining Co. 
440 million feet Accessible British Colum- Lumber Department 
bia Interior Timber Estimated 9% Idaho 
White Pine, 20% Engelmann Spruce, 11% Bonner, Mont. 


Douglas Fir, 51% Western Red Cedar, 
9% Hemlock and Larch, and 270,000 
Cedar Poles. 


Provincial Timber Berth and License 


Title. 
Low rentals and fireguarding dues. Manufacturers of 
A good hedge against inflation. 


Ponderosa Pine, Fir and 


For sale by owner at $1.00 per M. 
Larch Lumber 


Western Timbers Ltd. 


709 Metropolitan Building, xe 
Vancouver, B. C. 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES | 
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ment underwrite most or perhaps 
all the risk in developing new ma- 
terials. 

More specifically, in regard to 
labor, the plan proposes the recruit- 
ing and training of 1,500,000 addi- 
tional workers, both on and off 
building sites. It is proposed to 
triple or more than triple the num- 
ber of workers now engaged in resi- 
dential construction. 

Factory fabrication is to get a 
big play. This probably will include 
the conventional materials; but 
doubtless it will be aimed in large 
part at the new-type materials. Pri- 





orities and allocations are to be the 
general rule. Building materials 
needed for the Wyatt program this 
year are estimated at two billion 
dollars; next year, three and a 
quarter billions. In the face of such 
figures, the prospect of getting ma- 
terials for any purpose other than 
the program doesn’t seem so good. 

But there is attention paid to 
the dangers of inflation. It would 
seem that building three million 
houses might be expected to diffuse 
some of the inflation pressure of 
surplus money. But of course the 
money would just change hands; so 





This single Moore Cross-Cir- 
culation Kiln, 14’ wide by 38’ 
long, at Rutherford Co. Ltd., 
Montreal, Canada, seasoned dur- 
ing one year of operation a 
record total of 934,000 feet of 
lumber, including birch, pine, 
basswood, oak and walnut. 


This drying record was made 
possible with the Moore Auto- 


and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 








Small Moore Cross-Circulation Kiln 
Seasons Nearly Million Ft. of Lumber 
Per Year For Woodworking Plant 


If you are interested in kiln drying MOORE DRY KILN COMPANY 


Largest Manufacturers ef Dry Kilns and Veneer Dryers 


matically Controlled Cross-Cir- 
culation System, which seasons 
lumber scientifically on prede- 
termined drying schedules. 


Moore Kiln-Engineers have 
served the lumber and wood- 
working industry continuously 
since 1879. Take advantage of 
their experience—let them help 
solve your drying problems. 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 





MOORE J)Ry KILNS 
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it’s proposed to curb inflation by 
price control on building materials, 
ceilings on new and existing homes 
and on building lots and by the 
continuation of rent controls. Lum- 
bermen as well as realtors will 
watch the progress of these control 
proposals. About a day before the 
Wyatt program was released, the 
House Banking Committee brought 
out an amended version of the 
Patman bill. The committee mem- 
bers had approved ceiling prices 
for new houses but not for those 
already in existence; and it had 
cut out the provision for subsidies 
intended to increase the production 
of building materials. It had con- 
tinued, until June 30, 1947, the 
authority of the government to allo- 
cate scarce building materials. Rep- 
resentative Wolcott, senior Repub- 
lican member of the committee, 
proposed immediately that the com- 
mittee recall the Patman bill and 
draft it to conform with nearly all 
the Wyatt proposals. Mr. Wolcott 
opposed ceilings for old houses; 
thought if that provision were elim- 
inated the rest of the legislation 
requested could be incorporated in 
the Patman bill and passed quickly. 

The Wyatt plan includes the rec- 
ommendation that the Wagner- 
Ellender-Taft bill be enacted. The 
factors specifically approved in this 
bill are the expansion of the public- 
housing program and larger Fed- 
eral financial aid to middle-income 
groups in the building of their 
homes. 

Mr. Wyatt gave to private enter- 
prise the chief responsibilities and 
opportunities involved in the pro- 
gram and added that both industry 
and labor are entitled to fair re- 
turns. This, he said, meant wage 
increases “in some contributing in- 
dustries where workers have been 
historically low paid.” Mr. Wyatt 
would not make an exact estimate 
of the subsidies needed to promote 
the production of building materials 
but suggested as a guess, subject 
to revision, that the payments prob- 
ably would amount to about ten 
per cent on conventional materials. 
He seemed to think the subsidy per- 
centage needed in the field of new 
or substitute materials would be 
higher; suggested the sum of $200,- 
000,000 in subsidies on a billion 
dollars worth of these materials. 

Industry Opinion 

It is too early, at this writing, to 
gather considered opinions in re- 
gard to this stupendous proposal. 
The National Association of Real 
Estate Boards endorsed the pro- 
gram, with three exceptions. It did 
not approve price ceilings on exist- 
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ing homes nor on building lots, and 
neither did it approve the passage 
of the Wagner-Ellender-Taft bill. 
The National Association of Home 
Builders expressed the preliminary 
opinion that constructing more than 
a million prefabricated housing 
units in two years was a big and 
a questionable undertaking. It also 
questioned the matter of subsidies 
in producing building materials. 


Washington builders were 
shocked by the proposal to increase 
the manufacture of prefabricated 
homes; stated that this could com- 
pletely change the character of the 
home-building industry from an in- 
dividually owned and operated na- 
tional group of small businesses to 
a vast industry located in a few 
industrial areas. The Washington 
men are saying that the same effort 
which is proposed for this revolu- 
tionary plan, if applied in the field 
of so-called conventional home 
building, would issue in just as 
much housing. And it would be 
housing of a much better character 
and quality. 


What's Ahead? 

Without question the program 
will be revised in some points; 
probably quite soon. Mr. Wyatt 
doubtless will change certain pro- 
visions. Congress will have much 
to say, and so will this industry. 

But at the moment, and while 
waiting for the industry to speak 
in regard to specific aspects of the 
affair, there are a few general fac- 
tors that ought to be considered. 

There are plenty of things the 
industry does not and can not like 
about the proposal. No industry 
likes subsidies. Farmers and food 
men have always disliked them; 
though they have been accepting 
subsidies in recent years; subsidies 
amounting to billions of dollars. 
There’s something temporary and 
threatening about a subsidy. No 
one can build a business policy on 
it, for it may be withdrawn at any 
time. There’s a coloration of char- 
ity about it. 

With all due concern for the re- 
turning service man, and with an 
earnest desire to see him properly 
sheltered, this industry knows well 
enough that the real demand for 
housing does not originate with 
him. The real demand for housing 
originates with the would-be owner 
who has a lot and a house plan and 
who is willing and ready to lay 
his own money on the line. The 
usual service man wants to rent, 
and he probably should; at least 
until he’s established in a fairly 
permanent and satisfactory job. 


This means that a landlord has to 
put the money on the line; and he 
measures his investment by his 
analysis of the rental situation. The 
fact is that somebody has to take 
the responsibility for an investment 
that continues during the life of 
the house; has to pay the taxes and 
the repair bills. 

Critics of this industry say that 
lumbermen and realtors are trying 
to start an inflation spiral in hous- 
ing. As a matter of fact there are 
no men in the country with a keener 
awareness of the fact that inflated 
valuation will stop the construction 


of housing. They’re aware, also, 
that a decline in middle-class in- 
come will have the same result. 
That’s:one reason why the industry 
is so troubled over the ghastly stu- 
pidity of the labor wars. We tell 
ourselves that we’re about to settle 
these troubles, after which the 
years of prosperity stretch out be- 
fore us. But suppose we don’t settle 
them. Suppose production fails to 
roll. How long does anybody think 
this “unprecedented demand” for 
housing would continue? Any lum- 
berman who can remember the 
1920’s can answer that one. 








Quality in 


the Tree § 


This is a sample of the fine quality Pon- 
derosa Pine timber behind the modern 
A-Y mill. While we can’t invite orders at 
present, we're looking forward in due 
course to resumption of our dependable 


service in 


Industrial Items, Factory Lumber, 
Mouldings, Yard and Shed Stock 


Alexander-Yawkey 
Lumber Company 


Prineville, Oregon 


Members Western Pine Assn.-Ponderosa Pine Woodwork 


February 16, 1946, AMERICAN LUMBERMAN 





87 








We LUMBER that is “engineered” for 
greater beauty, size, strength, 


FROM THE FORESTS OF THE WORLD - Fir, Pine, 





Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 


lightness, weather-and-wear resis- A pL 
tance characteristics. I 


1732 ELSTON AVE. ® CHICAGO 22, ILL. 





IVORY PINE. sore rete 


Klamath Basin 


All that the name implies ; 
Timber 









Quality lumber from modern mill 
and kilns. Manned by an effi- / 
cient organization—small enough ‘QQRReRe. 
to give your orders INDIVIDUAL ae 
attention—large enough to serve - 

ALL your needs. Member West- 
ern Pine Association. 





DOWICIDES — PERMATOX 
A.D. CHAPMAN & COMPANY, INC. 


CHICAGO e MEMPHIS « NEW ORLEANS ¢ NEW YORK e POZSLAND 








Right Out of This Big | 


FARM BOOK 







Are Easy to Sell 
Record wartime farm production makes 
additional farm buildings essential. Right 
now, farmers are excellent prospects for 
granaries and other farm buildings. Dierks’ 
big 68-page book, *tModern Farm Build- 
ings,’”’ contains 41 plans, ready to sell. Mail 
the coupon today for your sample copy. 


Lumber & Coal Company 
Dierks Building Kansas City, Mo. 
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Jenclese 10c for my sample copy of “Modern Farm Bulldings.”” i 
| POE TD aiecciiaticiincatnistitinitinietiiitsiarttisiniiisae a a 1 
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PLANER AND 
JOINTER KNIVES 


— — — also high speed knives and 
molding cutters for the woodwork- 


ing industry. Western Agents: 


TAY LO R-STILES & co. Hall & Brown 


W. W. Machine Co. 
RIEGELSVILLE, NEW JERSEY gt uous, to. 












KNIGHT 


Single, Duplex and Quarter DOGS 
Saw Mills, Set Works, Edgers 


Manufactured by 


THE KENT MACHINE CO. 


"= 117 Portage St. Cuyahoga Falls, Ohlo 


SAWMILL MACHINERY * MILL SUPPLIES 


_—_ we 


MACHINERY COMPANY SHREVEPORT. LOUISIANA 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 

Best and cheapest helper for * = 
loading and unloading lumber. 

Often pays for itself in one lum- 


ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide: double beam. ‘“‘American’’ Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


LOOK TO LUMBERMENS 


for all kinds of Casualty Insurance and Fidelity and 
Surety Bonds. Substantial dividend savings have 
been returned to policyholders each year since 
organization. 


Lumbermens 


MUTUAL CASUALTY COMPANY 
James S. Kemper, President 
Mutual Insurance Building 


Chicago 40 























U. S. A. 
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New Fir Ceilings for Northwest; 
Southern Pine Output Shrinks 

At this Lincoln’s Birthday writ- 
ing, OPA promises the lumber in- 
dustry that a revision of MPR-26 
is forthcoming. The upward move 
is planned to raise prices on fir 
uppers to encourage production of 
items needed for home building. It 
is still too early to form an opinion 
as to just how much effect the new 
move will actually have on the pro- 
duction picture. 

Belief at present is that OPA 
will include in its revised MPR-26 
a $2.50 per M premium on inter- 
coastal shipments of lumber. Obvi- 
ously, this will react in favor of 
eastern buyers and to the disadvan- 
tage of west coast and mid-conti- 
nent purchasers. Considerable ob- 
jections have already been voiced 
to this proposed portion of the price 
revision. 

Southern pine production for 
1946 appears to be on the road 
toward greatly expanded output if 
last-minute advices from Norfolk 
prove true. According to those close 
to the Washington scene the OPA 
has finally decided to advance prices 
on Southern Pine lumber $3.25 per 
M, effective February 12, with no 
restrictions to August 15. 

Assuming this report to be well 
founded, the entire Southern Pine 
picture is about due to take a de- 
cided turn for the better. The situ- 
ation previous to this new OPA rul- 
ing was indeed a dark one. Pro- 
ducers of southern pine had been 
gloomily predicting that production 
for 1946 would, in all probability, 
be at least 1,400,000,000 feet less 
than last year’s output of 7,400,- 
000,000 feet. This expected tremen- 
dous drop in production, as com- 
pared with a 1945 output that even 
then was almost 30 per cent below 
the 8-year average, could only have 
been averted if price and labor con- 
ditions had undergone immediate 
revision. Such revision, apparently, 
has now—at least in some measure 
—taken place. 

; The southern labor supply has 
Improved greatly during the last 
few months, but reports from the 





region indicate that many small 
mills are still closed because they 
had been—at least until the new 
price ceilings had been put into 
effect—unable to produce at a profit 
under the old OPA price ceilings. 

The major mills engaged in the 
larger operations hadn’t bothered 
to cut items for home construction 
because OPA prices tended to en- 
courage production of other and 
more profitable items. It is hoped 
that the new price ceilings on south- 
ern pine will do much to correct this 
deterrent situation. Maybe the long- 
awaited green light is about to be 
turned on for widespread produc- 
tion in large quantity of lumber for 
home construction. If so, the next 
few weeks should prove to be highly 
significant ones—perhaps marking 
the turning point for a real upward 
trend in production. 

Meanwhile, out on the West 
Coast, lumber operations are ex- 
pected gradually to increase during 
the closing weeks of February and 
on into March and April. If this 
actually does occur, the lumber 
supply picture in that region should 
be considerably brighter. It is not 
at all impossible for this: produc- 
tion to reach or even top a peak of 
100,000,000 feet every week in May. 

Here again, however, this produc- 
tion will probably be confined 
largely to those items on which 
OPA provides the most advan- 
tageous price structure. In other 
words, until this policy is changed, 
most of the sorely needed lumber 
for home construction will prob- 
ably be extremely scarce. Just as 
in the case of southern pine, the 
projected plan to raise prices on fir 
throughout the Pacific Northwest 
could go a long way in correcting 
this present scarcity in much 
needed output for home construc- 
tion. 

The potential uses of 30 billion 
feet of available timber in Colorado 
and Wyoming are being only one- 
third realized, according to a recent 
bulletin from W. G. McGinnies, di- 
rector of the Rocky Mountain For- 
est and Range Experiment station 
at Fort Collins, Colo. He charges 
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that lack of know-how concerning 
the most modern techniques in log- 
ging, milling and merchandising of 
timber is responsible for this al- 
leged situation. He sums it up this 
way: 

“At the present time, 20 billion 
feet of Engelmann spruce and 10 
billion of lodgepole pine are being 
grown faster than they are being 
used, and 70 per cent or more of 
what is being harvested is wasted 
in the woods. And this is directly 
in the face of an acute need for 
maximum employment and for the 
production of consumer goods and 
facilities. 

“Conditions are particularly fa- 
vorable for the development of 
better utilization of our forest re- 
sources. Already industry is search- 
ing for depleted timber supplies. 
The native timber of the Rocky 
Mountain region, with the excep- 
tion of ponderosa pine, has been 
little used except for props, poles 
and ties, and its qualities and pos- 
sible uses are relatively unknown. 

“Consumer requirements for 
farm buildings, housing, boxes, 
crates, fence posts, power poles, 
furniture and manufactured prod- 
ucts of many kinds necessitates ex- 
tensive research and technological 
guidance to improve cutting and 
logging practices, milling, season- 
ing, log peeling and treating for 
decay protection. Full utilization of 
all forest products is dependent 
upon research to open the way for 
technical developments in the man- 
ufacture of pulp and paper and 
other chemical products such as 
plastics, wood sugar, alcohol and 
yeast and new products from lig- 
nin.” 

As the result of a recent analysis 
of forest resources, utilization and 
facilities of both Colorado and Wy- 
oming, made by experts from the 
Forest Service’s Forest Products 
Laboratory at Madison, Wisc., the 
region is shown to have vast sup- 
plies of timber available and being 
used now. The need seen for most 
beneficial utilization of the whole 
resource, believes McGinnies, is to 
make available to both of these 
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SUPERCEDAR 


NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 








Currently pro- 
duction problems 
prevent our immediate 
return to full scale operations 
but we can see an improvement in 
the near future—and we hope soon for 
a quick return to our prewar service on 
all shipments. 





PRODUCT OF 


Geo. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 









REDRAWN 
AT SMALL 
COosT 


When your customer says, ‘I like that 
plan, but I'd like some changes 
made," send it to Lumberman's Plan 
Service. Use our personalized plan 
service—on homes shown in American 
Lumberman — to increase your busi- 
ness and profits. Complete plans 
$20.00. (3 sets of prints.) Quick 


service. Terms cash with order. 


— TRIAL OFFER — 


IF YOU HAVE A LIVE PROSPECT, 
SEND US PLAN CHANGES. WE 
WILL DRAW FLOOR PLAN AND 
ONE ELEVATION FOR $5.00. IF 
JOB GOES AHEAD WE WILL COM- 
PLETE PLAN AND ALLOW CREDIT 
FOR PRELIMINARY. 


Lumberman’s Plan Service 
Personalized Redrafting of Small House Plans 
120 MACHIN STREET 
PEORIA 5, ILLINOIS 
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Rocky Mountain states’ timbermen 
the improved techniques in harvest, 
manufacture and sales. It is within 
this trio of factors, he says, that 
is comprised the bottleneck that 
causes the terrific waste in wood. 

As a result of the Madison re- 
port’s recommendations, a new and 
expanded program of research is 
now being considered in Congress. 
A field unit or substation of the 
Madison laboratory would be set up 
at Fort Collins, staffed by wood 
technicians to carry through the 
recommendations. 

These recommendations would in- 
clude research in the following five- 
point program: 

1. In logging engineering studies, 
aimed to reduce costs of logging 
and determine the most economical 
and practical logging methods. 

2. In milling small timber, aimed 
to determine the most economical 
means, and adaptation of equip- 
ment to smaller logs. 

3. In container design. 

4. In spiral grain in lodgepole 
pine. 

5. In the possibilities of pulp 
production. 

Other recommendations include 
encouragement of large mills and 
concentration yards; of better 
methods in seasoning, grading and 
machining; of discovering special 
uses for lodgepole pine and Engel- 
mann spruce, and of new wood- 
using industries. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 413 mills 
reporting to the National Lumber 
Trade Barometer were 15.7 per cent 
above production for the week end- 
ing February 2. In the same week 
new orders of these mills were 11 
per cent above production. Unfilled 
order files of the reporting mills 
amounted to 92 per cent of stocks. 
For reporting softwood mills, un- 
filled orders are equivalent to 33 
days’ production at the current 
rate, and gross stocks are equiva- 
lent to 34 days’ production. 

For the year-to-date, shipments 
of reporting identical mills ex- 
ceeded production by 13 per cent; 
orders by 18.8 per cent. 

Compared to the average cor- 
responding week of 1935-1939, pro- 
duction of reporting mills was 2.1 
per cent above; shipments were 4.1 
per cent below; orders were 20.1 
per cent above. 


Southern Pine 


Production of Southern Pine by 
106 mills (72 units) for the week 
ending February 2 as reported to 


the Southern Pine Association to- 
taled 13,610,000 feet. This is 14.44 
per cent below the three-year aver- 
age for the same mills. Shipments 
during the week ended February 
2 totaled 13,618,000 feet, .06 per 
cent above output. Orders placed 
were for 15,610,000 feet, 14.7 per 
cent above production. Total stocks 
on hand at the end of the week 
were 100,031,000 as against unfilled 
orders for 86,152,000 feet. Unsold 
pine stocks on hand stood at 13,- 
879,000. 


Western Pine 


Ninety-one mills reporting to the 
Western Pine Association for the 
week ending February 2 cut 27,- 
664,000 feet. The same week a year 
ago the cut was 46,844,000 feet. 
Shipments the same week this year 
were 41,164,000 feet, 48.8 per cent 
above production. Orders accepted 
in the current week were 60.9 per 
cent above output. Unfilled orders 
on hand February 2 were for 248,- 
990,000 feet with gross stocks at 
525,403,000 feet. 


Northern Pine 


Production of Northern Pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled another flat zero 
in feet cut for the week ending 
February 2. The same week a year 
ago the cut was 230,000 feet. Ship- 
ments during the current week 
were 805,000 feet and new busi- 
ness booked totaled 855,000 feet. 
Unfilled orders February 2 stood 
at 6,065,000 feet and gross stocks 
were 31,265,000 feet. 


In the Market Centers 

SEATTLE: Rain and snow con- 
tinue to be the most important fac- 
tor affecting lumber production in 
Western Washington. Very heavy 
rains with snow in higher areas 
have paralyzed the industry in the 
northern part of Western Washing- 
ton. Nearly two inches of rain fell 
in one 24-hour period at Seattle. 
Truck logging is at a standstill in 
many operations. 

TACOMA: Demand is excellent 
for virtually all grades of lumber, 
according to mill men in this area, 
but they continue to complain the 
OPA price ceilings are making it 
impossible for them in many in- 
stances to supply the market. They 
find the situation one of particular 
concern since the season of good 
weather is close at hand and nor- 
mally production would be intensi- 
fied at that time. 

KANSAS CITY: Weather has 
moderated somewhat and more 
labor is becoming available. Mills 
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have been able to assemble a fairly 
satisfactory crew for the coming 
spring operations. Transportation 
is clogged because of a shortage of 
boxcars, but this has been of no 
material factor as yet because little 
lumber is being produced. 
MEMPHIS: Hardwood produc- 
tion throughout the South, ham- 
pered and harassed by a growing 
shortage of labor and increasing 
run of bad weather, continues to 
decline and is currently at less than 
40 per cent of normal. While the 
Middle West has dust storms, the 
South is experiencing an almost un- 


precedented series of rains. 
NORFOLK: The weather thus 
far during the month of February 
has been somewhat better than dur- 
ing December and January, but in- 
sufficient time has elapsed to per- 
mit mills to increase production and 
shipments to the regular market. 
With good weather during this 
month millmen will be able to in- 
crease production somewhat. 
BOSTON: Lumber supplies are 
at the lowest level in history of 
the industry, with most dealers 
having only 8 per cent of a normal 
stock on hand according to a recent 


survey of the Northeastern Retail 
Lumber Dealers’ Association. 


MINNEAPOLIS: Production of 
Northern Pine stands at zero, 
where it has been for several weeks. 
Weather has been a handicap with 
severe cold and heavy snow, but, 
quite evidently, OPA price adjust- 
ments are more needed than good 
weather to start the flow from the 
Northern Pine mills again. 


BALTIMORE: Production con- 
tinues to fall below demand in this 
Southern Pine area and available 
supplies are on the decrease. 








—when snow melts 
—every time it rains 


Money in Your Pocket... 


The Ranetite guar- 
antee protects you 


ty 144 Drives’ em in at 
Yay? machine-gun speed 
~ 4 











Act now—be ready to get quick profits on Rane- gnd your customers. 
tite No. V Transparent Waterproof Coating for Th ae oh oat 
stopping leaks in walls this spring. Fast-selling “2°0USanes of satis- 
shelf merchandise. One out of every 3 buildings fied users. 
needs it—stores, office buildings, apartments, 

homes, schools, churches, factory buildings. 





Ranetite No. V 
Transparent Wateproofing 


is easily applied with brush. Tested over 30 
ears. $1.25 per qt. packed 12 in carton; 
4.50 per gal. packed 6 in carton; 5 gal. cans 
$4.40 per gal. Write for attractive Ranetite 
dealer discounts. 


RANETITE MANUFACTURING CO. i// 


ee ee | 





1917 S. Broadway 








PLANT OWNERS 


Presently engaged or considering converting their plants into the 
production of low cost prefabricated houses. If you have the 
lumber and labor we can give you volume orders for steady 
production of 3-4-5 room simple and sensible houses of single 
construction. We furnish plans and specifications. Answer this 
ad no matter where your plant is located. Firm orders with cash 
on the line. BOX N-44, c/o AMERICAN LUMBERMAN. 








RUSSELL & PUGH LUMBER CO. 


SPRINGSTON, IDAHO 


") Idaho White Pine Ponderosa Pine 
Douglas Fir White Fir Cedar 














Old Growth 


DOUGLAS FIR 
at Its Best 


OREGON - AMERICAN 
Lumber Corp. 


Vernonia, Oregon 


Rh Yomololo We f-1 1am OPTI) 
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Devil ~ = SSR Wg ip 
AUTOMATIC DIAMOND POINT DRIVERS 


Speed up Victory! Glaze with one hand. Efficient from 


EVERY position and angle. Securely holds clips of 100 
DIAMOND POINTS which won't bend or corrode and drive 
into hardest wood e Red Devil Diamond Points %" and '4” are 
‘ available in boxes of fifty sticks of 100 each (5,000 points). 


RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. 


Glaziers and Painters Tools and Machines Since 1872 


By order of 
FEDERAL SHIPBUILDING & DRY DOCK CO. 


WATERFRONT 
INDUSTRIAL SITE 


2700 ft. on Hackensack River 


1 to 84 Acres - JERSEY CITY,'N. J. 


Extensive frontage on Route #1 and Lincoln Highway ® 
In "Free Lighterage" Zone © 30-foot U. S. Channel ® 
R. R. Sidings available 5 miles from New York City Hall 


To be offered in 4 parcels and in its entirety at 


AUCTION 


SAT., MAR. 9th, 2:30 p. m. 


IN PLAZA HOTEL, JOURNAL SQUARE, JERSEY CITY, N. J. 


SEND FOR BOOKLET 


CHRYSLER BLDG. 
NEW YORK CITY 17 


. Syne, PHONE: 
Stephon A. McDonald, Avttionogr natn 2°9000 
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Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, tll. 








FOR SALE 
COMPLETE SAW-MILL 


Almost new 


QUEENS GARDEN SUPPLY 
71-53 69th St., Glendale, N. Y. 
Tel. Hegamen 3-5112 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 
TIMBERS FACTORY 
YARD STOCK F } R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 
Established 1912 





Send Us Your Worn Out Inserted Tooth Saw 


We will cut it down a little and insert one of 
Simonds four popular styles—B or F or 3 or 2! 


whichever style suits your running conditions 
Your saw returned like new in about 10 days. All 
kinds of circular saw repairing. 


J.H. MINER SAW MFG. CO., Meridian, Mississippi 








FOR SALE 


A comeiee sprinklered SAW MILL, including 2—#6 
Mitts & Merrill Hogs with 150 H.P. slip ring Motors, 
i—8’ Clark Bros. Band Mill, Nigger, Steam Set Works, 
Kicker, Slasher, Trimmer, Edger, Lumber Cars. 
1—Completely equipped Planing Mill. 

!—Baldwin 27 ton and !—Baldwin 57 ton standard 
gauge Locomotives, 

Locomotive and Car Repair Shop, Machine Shop, 
| arn See. Carpenter Shop, Rail, Tank Cars, 
Flat pe, Fittings, Valves, Tools, Supplies. 
Part ot *TiQUIDATION of Newberry Lumber & Chem- 
ical Co., Phone New 16 or Vehig Bh ceed Mfg. 
Co., P. 0. Box 295, Newberry, Michi 





JAMES W. SEWALL 


Consulting Forester 


PHILLIPS & BENNER 
Ruttan Block, 


JAMES W. SEWALL 
Old Town, Maine 
Established 1910 Port Arthur, Ontario 








CHERRY—4/4, 5/4, 6/4 & 8/4, 2 Com&Btr (hearts 
; out) 
Bireh — 4/4, 5/4, 6/4 & 8/4, #2 Com. & Btr. 
Basswood — 4/4, 5/4, 6/4 & 8/4, £2 Com. & Btr. 
Pepjar - 4/4, 5/4, 6/4 & 8/4, 22 Com. & Btr. 
S. Maple - we 5/4, 6/4 & 8/4, 22 Com. &. Btr. 
H. Maple - 4— — & 8/4, t2 Com. & Btr. 
Beech ~ rs £2 Com. & Btr. 


WARREN ROSS LUMBER CO. 
Falconer, N. Y. 





CORI NT “a 
CORINTH, _. — 
Sawmills, Edgers © 
Smooth End Trimmers - 

s Mill Supplies "7 


92 








Peter Gaffney Returns to 
Southern Pine Association 

Peter C. Gaffney, after three 
years service in the Army Air 
Corps, has rejoined the Southern 
Pine association staff, it has been 
announced by H. C. Berckes, secre- 
tary-manager. , 

Mr. Gaffney will resume his 
duties as assistant secretary of the 
association, and §. P. Deas, who 
acted in this capacity during Mr. 
Gaffney’s absence, has been ap- 
pointed assistant manager, and will 
work on the association’s activities 
in connection with public relations 
and industry relations. 


Simonds Adopts 
New Trade Mark 

Pictured here is the new trade 
mark which has been adopted by 
the Simonds Saw and Steel com- 


SIMONDS 


SAW AND STEEL CO. 





FITCHBURG, MASS. 


pany and its affiliated companies, 
Simonds Canada Saw company Ltd., 
Simonds Steel Mills at Lockport, N. 
Y., and Simonds Abrasive company, 
Philadelphia. 


Western Woods Wholesale 
Lumber Company Organized 

Western Woods, Inc., a new 
wholesale lumber company, has been 
formed with offices at 601 Chronicle 
building, Spokane, Wash. 

The principals are K. P. Hub- 
bard, president; T. R. Karlsten, vice 
president, and E. B. Dimeling, 
secretary-treasurer, all of whom 
were previously connected with the 
Bockmier Lumber company, Spo- 
kane. 


Silbernagel Sold 
To Chicago Firm 

The George Silbernagel & Sons 
company sash and door plant, Wau- 
sau, Wis., has been bought by the 
Harris Brothers company, Chicago, 
Ill. 

L. K. Burns, Chicago, will be the 
new president of the firm; Harry 
J. Wahlberg, secretary of Harris 
Brothers and the new plant, will be 
the resident general manager. 

Leo Black will remain as produc- 
tion manager, and Edward G. Sil- 


UF NEWS 


bernagel will be associated with the 
firm for about a month to assist in 
obtaining lumber. There will be no 
change in personnel except for 
Bernard J. Silbernagel, E. C. Hol- 
terman, and I. J. Wipfli who are 
leaving the firm. 

The name of the company will 
not be changed and the plant will 
continue to manufacture the same 
line of products. 


Moore Company Calendar 
Features "Uncle 'Neas" 

Featured attraction on the Moore 
calendars this year is the character 
known as Uncle ’Neas. Any one 
who has not received one of these 
calendars may obtain one by writ- 
ing Moore Dry Kiln company, P.O. 
Box 4248, Jacksonville 1, Fla. 


Greeley Made Chairman of 
American Forest Products 

Colonel W. B. Greeley has retired 
as manager of the West Coast Lum- 
bermen’s association, and has be- 
come chairman of American Forest 
Products, Inc., leading a nation- 
wide drive to grow trees for 
America. 


Deward Schultz, IRLDA 
Enters Private Business 

Deward G. Schultz, first president 
of the Independent Retail Lumber 
Dealer’s association and since act- 
ing as field secretary, has resigned 
to become associated with the Can- 
ton Lumber Sales company, Min- 
neapolis, Minn. During the past 
year he sponsored projects for the 
association in northern Minnesota 
to aid members in getting material, 
and in November went to the west 
coast to make a survey of mill con- 
ditions, preparing a report which 
was read at a hearing of the Senate 
Small Business committee. 


National Mineral Wool Assn. 
Holds Election of Officers 

The National Mineral Wool asso- 
ciation, an organization of pro- 
ducers of mineral type insulation, 
recently held their annual election 
of officers. 

E. I. Williams, president of the 
Riverton Lime and Stone company, 
Riverton, Va., was elected presi- 
dent. New directors are Allen M. 


Douglass, insulation sales manager * 
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for National Gypsum company; N. 
A. Holmer, sales manager, Carney 
Rock Wool company; and M. C. Jen- 
gen, eastern sales manager, Owens- 
Corning Fiberglas company, Toledo, 
Ohio. 


Curtis Discusses Exterior 
And Interior Woodworking 

W. E. Curtis, general manager, 
local Curtis Companies, Inc., Wau- 
sau, Wis., discussed “Up-to-date 
Ideas on Exterior and Interior 
Woodworking,” at the Jan. 29 ses- 
sion of the Home Planning Insti- 
tute, Wausau, sponsored by local 
lumber dealers, building supply 
firms and the chamber of commerce. 

The series opened Jan. 15 and 
during the meetings local specialists 
in home planning and building are 
addressing the group on some phase 
of home planning, building or mod- 
ernization. 


Pope & Talbot Announces 
Pension Plan for Workers 

Pope & Talbot, Inc., San Fran- 
cisco, Calif., announces the com- 
pletion of a pension plan which has 
the approval of the U. S. Treasury 
department. The plan includes a 
retirement income, provides for life 
insurance and is based on the aver- 
age salary earned during the last 
ten years of employment. 


J. C. McNally Named President 
Lumbermen's Club of Columbus 

Joseph C. McNally, Jr., Davis 
Plywood corporation, Columbus, 
Ohia, has been elected president of 
the Lumbermen’s Club of Colum- 
been named to the board of direc- 
tors. N. B. Lucas, Grandview Lum- 
ber company, was named vice presi- 
dent, with Fred V. Collins, Dillow 
Lumber Sales company and Ralph 
R. Adams, H. H. Giesy & Brothers 
company, re-elected secretary and 
treasurer. The board of directors is 
comprised of F. Ralph Martin, B. 
F. Snider, H. R. Frankenberg and 
E. G. Dillow. 


. . Obituaries 


JOHN P. BARTELLE, 87, the 
oldest active lumberman in point of 
service. Secretary of the Kelsey- 
Freman Lumber company, Toledo, 
Ohio, he was also secretary of the 
Union Sash and Door Salesmen, 
associate editor of Wood Construc- 
tion, and author of “Forty Years on 
the Road.” In his honor Toledo 
lumbermen formed the Bartelle 
Club, and at the recent Ohio Lum- 
ber Dealers convention, the associa- 
tion had a memorial luncheon in his 
name, Jan. 30. He died in Toledo, 
Jan. 10. 


HENRY J. HEIDER, 66, presi- 
dent, Heider Manufacturing com- 
pany, Carroll, lowa—Jan. 11. 


BENJAMIN F. KATTER- 
HENRY, 71, former treasurer, J. V. 
Stimson Hardwood company, and 
secretary, Stimson Veneer & Lum- 
ber company, Memphis, Tenn.— 
Jan. 23. 


GEORGE J. MARTIN, 57, secre- 
tary-treasurer, Pope & Talbot, Inc., 
San Francisco, Calif.—Jan. 28. 


H. C. MAURER, 538, president, 
National Clay Pipe Manufacturers 
Inc., and president, Clay Sewer Pipe 


association, Columbus, Ohio—Jan. 
16. 


RUFUS H. SANBORN, 65, op- 
erator of the Moore Lumber & Sup- 
ply company, Naperville, [l.—Jan. 
19. 


FRANKLIN B. WARD, 72, one- 
time president of the Veneer Manu- 
facturers’ association and former 
head of Hanson-Ward Veneer com- 
pany, Bay City, Mich., died in 
Franklin Village, Mich.—Feb. 7. 


RICHARD E. WOOLBRIDGE, 
58, president, J. C. Woolbridge 
Lumber company, Gainesville, Tex. 
—Jan. 22. 








FOR SALE -- Machinery from Our 
No. 1 Sawmill -- Also Power Plant 


Entire Mill, largely Prescott machinery, completely overhauled in sum- 


mer of 1943—in perfect running order. 


Carriage entirely rebuilt by 


manufacturer in 1939 and latest air dog and air setworks installed. 


SAWMILL 


Log Haul-up or bull chain is heavy 
Taylor chain with attachments oper- 
ating in steel-lined slide. 


Bandmill—Prescott 8’ right hand. Class 
A—8'—1913, plain bearings. Dake 
engine, installed 1939, operated by 
air. 


Nigger—Prescott 6’ with 8” and 10” cyl- 
inders. Valves of recent design. 


Steam Cylinder Log Kicker and Log 
Loader, each 3 arm. 


Carriage—Prescott 3 block, right hand. 
40” opening—12" shotgun steam feed 
rebored to 121/4”. Takes logs up to 
24'. Carriage completely rebuilt by 
manufacturer in 1939. Prescott air 
dogs and set works new in 1939. 
Carriage track extra heavy, rein- 
forced. Flat wheels with quickly re- 
movable steel tires. 


Resaw—Prescott Vertical Band 7’, plain 
bearings. Left hand. Steam pressure 
feed. Skids, conveyors, live rolls re- 
turn cants until completely cut. 


Edger—Prescott 52” with 4 collars. 1 
stationary and 3 movable 24” saws 
—4 power feed rolls. 


Trimmer—Prescott undercut table 20'— 
10 saws. Lever operated from over- 
head cage. 


Main Wood Slasher has 5—40” saws 
spaced 4’ apart. Will take 24’ slabs 
and edgings. 

Small Wood Slasher has 4 saws for 
cutting 4’ wood to 12” lengths. 

Lath Mill complete makes lath and 
hardwood squares. 


POWER PLANT 


3—100 hp. 125 lbs. pressure H. R. T. 
Wickes boilers installed new in 
Quinn dutch oven setting in 1928. 


1—60"’x16’—125 lbs. pressure H. R. T. 
boiler. 


Gordon Hollow Blast Grates, with 
blower. Hot water heater — open 
type. Hot water pump; Cold water 
pump for log washer and mill fire 
protection. 


1—Wickes Corliss Engine—Cylinder 24’ 
x48". 28” double leather main drive 
belt operates 2 main shafts in re- 
verse direction. 








Bandmill, carriage and log deck 
equipment offered as unit. Other 
equipment offered in combination 
or separately. 


Also Offering 


Factory Building 
Dry Kilns and 
Two Warehouses 


Suitable for furniture factory, 
woodworking plant or 
concentration yard. 


Have quantity mill supplies, belt- 
ing and miscellaneous items to 
close out. 




















For Full Details Address or Visit 
WISCONSIN LAND & LUMBER COMPANY 


G. Harold Earle 
President 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
B AN by Monday prior to publication 
date. Rates are based-on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 


8c per word for one insertion. , 

7c per word, per insertion, for 2 consecutive 
insertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE $§1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind’’ advertisements ad- 

dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








WANTED 


Experienced salesman, lumber and 


building supplies, who aspires to become a 


retail 


manager. Must have thorough knowledge of 


construction and print reading. This position’ 


will pay good salary. Location Central Michi- 
gan, aggressive concern. All applying should 
state salary desired and enclose snapshot. 


Address N-33, American Lumberman. 





MILLWORK SUPERINTENDENT 


Want to employ millwork superintendent ex- 
perienced in detailing and billing and cost 
estimating. Florida location. Man with South- 
erm experience preferred. Address M-52, 
American Lumberman. 





Shift Foreman thoroughly familiar with planers 
and band resaws. Write 
The Mill Creek Milling Company 
326 South Taylor Avenue 
St. Louis, Missouri 





Manager for principal building material yard 
in best tourist town of Michigan’s upper pen- 
insula. Sportsman’s paradise and haven for 
hay-fever victims. Excellent prospects. Give 
qualifications, references, etc. first letter and 
state when available. Address N-42, American 
Lumberman. 





WANTED by large line yard operator, compe- 
tent draftsman and small building architect. 
State experience, salary required first letter. 
Write Box N 52 AMERICAN LUMBERMAN. 
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HELP WANTED 


HELP WANTED 








WANTED: Experienced Millwork Estimator, 
fast and accurate. Old established concern, 
located in Minnesota Arrewhead Country. Ad- 
vise salary and when available. Address N-39, 
American Lumberman. 


Sash and Door Man Wanted 


Thoroughly experienced in making cutting 
bills, laying-out and machining Sash, Doors, 
Insect Screens, etc. Take charge of this de- 
ar aga including assembling and glazing. 
tate experience, age and salary expected. 
References required. Fort Wayne Builders’ 
Supply Company, Ft. Wayne 2, Indiana. 


WANTED 


Bookkeeper-auditor to handle all accounting 
and procedure for fast growing chain yard 
concern. Excellent future for right man. All 
applicants must state salary desired and ex- 
perience. Location Michigan. Address N-34, 
American Lumberman. 











WANTED: A man who would be interested in 
operating a small wood-working shop and 
who would be willing to work on a profit 
sharing basis; familiar with sash and deer 
manufacturing and cabinet work. W. A. Rem- 
ington Co., Hibbing, Minnesota. 





Wanted: Young man with architectural train- 
ing to prepare small house plans. Alexander 
Lumber Co., Aurora, Ill. 





Wanted, experienced man to take charge of 
sticker department. Must be _ thoroughly 
familiar with all phases and types of sticker 
operations and setups. Will pay top wages 
for right man who is capable of producing 
large quantity saa. Write Box No. 
N-59, American Lumberman. 





WANTED 


Experienced retail lumber clerk and salesman. 
Prefer age range from 30 to 45. Excellent 
wages and fine —a with one of the 
largest retail yards of the middle west. 
helan Lumber Company, Topeka, Kansas. 





Wanted: Assistant foreman for expanding 
woodworking plant. Must understand care 
and operation all standard woodworking ma- 
chines and be capable of teaching others. 
State experience and salary expected. Robert 
J. Hafner, Smithtown, L. I., N. Y. 


Wanted, experienced man to take charge of 
remanufacturing department. Must be thor- 
oughly familiar with d kiln, resaw and 
matcher operations. Good starting wage and 
opportunity for advancement with large mill- 
work and remanufacturing concern. Only 
experienced men need apply. Write Box No. 
N-58, American Lumberman. 





FACTORY SUPERINTENDENT WANTED 
Splendid opportunity for properly qualified 
factory superintendent and production man- 
ager for large box factory in the New York 
area, producing industrial packing boxes, 
crates and shooks—also beer and beverage 
boxes, as well as wood novelties. Must be 
familiar with all types of wood-working ma- 
chinery and capable of handling labor. 
Write fully as to qualifications, experience, 
age and expected salary to Box No. N 55 
AMERICAN LUMBERMAN. 


SITUATIONS WANTED 


LET ME PLAN YOUR LUMBER YARD 
MODERNIZATION 


Engineer familiar with all phases lumber yard 
operation prepared to design plans for new 
and modernized lumber stores and ware- 
houses. Address N-28, American Lumberman. 

















EXPERIENCED WHOLESALE LUMBERMAN, 
army officer, combat returnee, 26, college, 5 
years diversified wholesale experience; ener- 
getic, ambitious, excellent references; desires 
connection Southern or Western organization 
as sales representative or related affiliation, 
in New York area. Address M-54, American 
Lumberman. 





BAND SAW FILER wants a job. Can come at 
once. Good references. I. V. Akens, Dumas, 
Arkansas. 





SALESMAN 


Desires connection with manufacturer, jobber 
or retailer. Age 45, healthy. well educated, 
responsible. 18 years’ experience. Know con- 
struction and can estimate, detail, draw plans, 
service jobs. Prefer Northwest or Rock oun- 
tain area. Address N-30, American Lumberman. 


HAVE YOUR OWN PREFAB DEPARTMENT 


Experienced man will set up profitable prefab 
department for enterprising lumber concern, 
design farm buildings, utility buildings and 
h that will sell. Can do up to $2,000,000 








Superintendent for Millwork Plant 
Must be thoroughly familiar in all Depart- 
ments. In reply state past experience fully, 
age and references. Address N-63, American 
Lumberman. 





T HAVE YOU 
TO SELL? 
WHAT DO YOU 

NEE 


D? 
AMERICAN LUMBERMAN 
CAN HELP YOU 


You can insert a 20 word 
advertisement in these col- 
umns THREE TIMES for 
only $3.60. 


To reach the next issue 
mail your copy to reach 
us by next Monday. 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 





WANTED TWO YOUNG MEN 


in central Illinois with lumber bookkeeping, 
and construction experience, one for a town 
of 30,000 and one for a town of approximately 

. Advise experience, salary desired and 
send snapshot, also when available. Write 
Box N 46 AMERICAN LUMBERMAN. 


WANTED EXPERIENCED FOREMAN 

to superintend a custom planing mill in St. 
Louis, Missouri, employing 8 to 10 men. Must 
be familiar with timber resaw, timber planer, 
Matcher, Resaw. Rip Saw, Cross Cut, etc. 
Take home pay $65.00 per week. 

Address Box N 47 AMERICAN LUMBERMAN. 

MIDDLE AGE MAN 


for general office work. Must know lumber 
and millwork business. In Suburb outside 
Chicago. Address Box N 51 AMERICAN 
LUMERMAN. 











a year. Ideal for alert lineyard concern. 
Address N-25, American Lumberman. 





Millwork Superintendent & Detailer 
Architectural detail millwork only considered: 
central states, 28 years experience, age 4 
Address L-21, American Lumberman. 


WANTED POSITION: MANAGER OR ASSIST- 
ANT MANAGER. Experienced reliable man, 
age 42, 18 years buying and selling, as assist- 
ant manager seeks connection with progres- 
sive organization, preferably with opportunity 
for investment of about $7,000 now or when 
ability proved. Thorough knowledge lumber 
and millwork and moderate experience in 
paint, hardware, and plumbing supplies. Can 
add appreciably to profitable and intelligent 
operation of retail lumber business. Would 
also consider connection good wholesale busi- 
ness or as direct mill representative. Address 
N-62, American Lumberman. 


LABOR RELATIONS—PUBLIC RELATIONS 


I will be available to work shortly for one or 
a small group of lumber operators somewhere 
in the lumber industry. Just finished nine 
years as Secretary-Manager of the Lumber- 
men’s Industrial Relations Committee, Inc. 
Seattle, Washington. Ten years before that 
handled publicity for the West Coast Lumber- 
man’s Association, Seattle, Washington. Five 
years Editor Four L Bulletin. Further details 
upon request. 
J. B. Fitzgerald, 305 Lowman Bldg. 
Seattle 4, Washington 











Lumber salesman with long established trade 
in Minnesota territory seeks side line items 
appropriate for sale to retail lumber dealers 
and industrial trade on commission basis. A 
dress Box N 45 AMERICAN LUMBERMAN. 





Veteran Navy Engineer Officer of procure- 
ment, expediting and lumber liaison. Age 4 
Excellent health. 24 years experience in lum- 
ber. building materials and millwork—city 
and country—as manager, assistant auditor, 
estimator, mill superintendent and detailer. 
Midwest location. Address N-64, American 
Lumberman. 
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